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ese, I Annual Statements VOW) December 31, 1935 


himse 
d have THE TRAVELERS INSURANCE COMPANY 


(Seventy-second Annual Statement) 





Miaal ASSETS RESERVES AND ALL OTHER LIABILITIES 
surance ae: StatesGovernment Bonds . $248,437,624.45 LifeInsurance Reserves . . . . $671,217,559.89 
ur car. U. S. Government Guaranteed Bonds 6,790,175.00 Accident and Health Insurance 
u must Other — a one aan = Reserves. ' 9,651,416.17 
1h ailroad Bondsand Stocks . . . 201,140. Workmen’s Compensation and Li- 
selling Public Utility Bondsand Stocks . . 64,891,578 00 ability is Comeearion 48 281,435.15 
selling. eg a “<n at ae & pig ge = Reservesfor Taxes . . om 4,231,141.86 
f and Se Ft ay “wr a gg Other Reserves and Liabilities 2,321,383. 34 
ry and ef 90 OOK. Special Reserve 12, 140,270.74 
veal ia RealEstate—Other . . .. . 46 054,905.17 pe ee ee aad le 
hima Loans on Company’s policies . .  119,860,667.11 ; 
‘ CashonhandandinBanks .. . 12,870,001.31 Capital x $20 ,000 ,000 ,00 

ya Interest accrued . ae 8,861, 115.66 Surplus. . . 20 ,067 , 784.56 
imal Premiums dueanddeferred . . . 26,949 977.11 
— AllOther Assets . .... . 607 ,433 .93 40 , 067,784.56 


nd ac- 
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aa THE TRAVELERS INDEMNITY COMPANY 
upon : (Thirtieth Annual Statement) 
your ASSETS RESERVES AND ALL OTHER LIABILITIES 
























































a United StatesGovernment Bonds . $4,782,097 .00 Unearned Premium and _ Claim 
y will Other PublicBonds .... . 2,061, 183.00 m ——- oa oat alee aa gene 
ith Railroad BondsandStocks . . . 1,808 , 346.00 eservesfor Taxes = , 100. 
5 the Public Utility Bondsand Stocks . . 1,466, 331.00 Other Reservesand Liabilities . . 488 , 644.74 
Special Reserve .. . me! 7,410, 246.47 
Other BondsandStocks . .. . 11,319, 476.00 Capital . 
CashonhandandinBanks . . . 2,389, 576.90 Saesies oe $3, 000,000.00 
| Premiumsin Course of Collection . 1,817 ,658.85 “ee dich i a 
oli Interestaccrued . ... . .- 92,027.55 9 285,826.27 
= *TOTAL ee ee ee ae $25 , 736,696.30 TOTAL ~ 8 « » « « « @HeC6.e 
ou 
Zl THE TRAVELERS FIRE INSURANCE COMPANY 
like- (Twelfth Annual Statement) 
ents ” ASSETS RESERVES AND ALL OTHER LIABILITIES 
a United StatesGovernment Bonds . $9, 932,000.00 Unearned Premium and Claim 
an Other Public Bonds. eu aus 505 , 500.00 Reserves ; ~ « « « »« Sees 
Railroad Bonds and Stocks ba isa 1,379, 850.00 Reservesfor Taxes. a 512,716.38 
= Public Utility Bondsand Stocks .. 3,194, 316.00 Other Reservesand Liabilities . . 121,835.88 
a Other BondsandStocks . . . . 2,924, 676.00 Special Reserve. a 2,549, 682.43 
7. CashonhandandinBanks . . . 1, 834, 284.93 Cod tC $2,000,000 .00 
7 Premiumsin Course of Collection 1,420, 752.08 Supe. . 4.221. 725.33 
. Interestaccrued . ...+s « 126,440.13 
| a All@thee Assets <<... « « 21,934.27 6,221,725 .33 
paid ‘Toran Sw www... $21,339, 753.41 Toran. www... $24, 339,753.41 
ome | a 
7 THE CHARTER OAK FIRE INSURANCE COMPANY 
ent, (First Annual Statement) 
5 in ASSETS RESERVES AND ALL OTHER LIABILITIES 
United StatesGovernment Bonds . $1,017 ,000.00 Reserves for Taxes eT eee $ 200 .00 
6 CashonhandandinBanks . . . 185,630.71 — oe ig eo 
930 Interestaccrued . ..... 5,348.45 ee eee eclsbal 
bee 1,207 ,779.16 
in 
in | WE Boi ep $1 , 207,979.16 ieee os he Pe $1,207 979.16 
Ce. 
in *Assets include securities deposited with State and other authorities, as required by law: 
and The Travelers Insurance Company $19,354,817.00; The Travelers Indemnity Company $1,200,093.30; The Travelers Fire Insurance 
He Company $605,790.00; The Charter Oak Fire Insurance Company $300,000.00. 
e 
be- = ALL FORMS OF LIFE, CASUALTY AND FIRE INSURANCE 
ind 
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he Metropolitan's 


message in March maga- 
zines* — “You won't have 
to worry about money 
matters’— is of special 
interest to the husband 
who wants to plan a long- 


range family budget. 


The home with a Family 
Protection Plan Policy 
can set up a budget that 
reaches well into the fu- 
ture. Field-Men in study- 
ing their clients’ needs 
may find many cases in 
which this Policy will 
settle future uncertainties. 


























* Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 








Sead 


THE SHIELD: 


MAN’S FIRST. WEAPON 
OF PROTECTION 


The Shield Company FIRST in The Hearts of Millions 





The Shield antedates recorded history. 

It was used by the most ancient people known 
to man; by those of Biblical times; by the Greeks; 
in the Roman Legions; by the Crusaders... . 

The function of the Shield was to protect—to 
defend. 

So it is today. 

The National Life and Accident Insurance Com- 
pany, Inc., is known as the SHIELD COMPANY. 

Its mighty Shield protects over 2,230,000 
people from coast to coast. 

Its 3,000 representatives are welcomed as Shield 


Men. Its plan of insurance, the Shield Plan. 


THE NATIONAL LIFE & ACCIDENT INSURANCE COMPANY, INC 


THE SHIELD COMPANY 
THE SHIELD: MAN’S FIRST WEAPON OF PROTECTION 


The NATIONAL LIFE AND 
isp ACCIDENT Insurance Co.,Inc. 2 


i 
HOME OFFICE, Nasional Building, NASHVILLE, TENN. “= 
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Saou C.A. CRAIG, Chairman of the Board, W.R. WILLS, President THE SHES 











THE NATIONAL UNDERWRITER Life Insurance Edition. Published ose, A ad og National Underwriter Company. 


Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Fortieth year. oO. 


Friday, March 6, 1936. $3.00 per 
year, 15 cents per copy. Entered as second class matter, June 9, 1900, at the post office at Chicago, Ill., under act 
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ompanies Liable 
for Estate Taxes 


ew York Surrogate Holds Ex- 
ecutor Can Collect for 
Federal Levies 


ORESEE COMPLICATIONS 


Decision Necessitates Caution in Paying 
Claims Until Size of Decedent’s 
Estate Is Determined 


NEW YORK, March 5.—Complica- 
jons for the life insurance business re- 
wlting from a recent decision by Surro- 
ate Delehanty of New York City hold- 
ing life companies responsible for the 
myment of estate taxes due on life in- 
surance death claims were pointed out 
by Dr. Ruth Lewinson, treasurer and 
director of the New York County Law- 
yes Association, who addressed New 
York C. L. U. chapter, on technical and 


tuman aspects involved in estate admin- 
istration. 

Under this decision the executor of 
ai estate is entitled to recover from a 
life company the amount due the federal 
government on the share of the estate 
represented by life insurance. The life 
mpany must pay and can then try to 
teover the amount paid from the bene- 
fciary. This means that life companies 
will have to be certain, before paying a 
death claim in full, that they are re- 
laning a sufficient amount to cover pos- 
sible tax claims. 


Extent of the Problem 


There is, of course, no possibility of 
ax claims where the insured has di- 
vested himself of all incidents of owner- 
ship; nor where the total insurance to a 
tamed beneficiary is less than $40,000 or 
the general estate plus insurance to a 
mmed beneficiary do not exceed $80,000. 

While absence of tax liability on the 
sound that all incidents of ownership 
ave been relinquished is comparatively 
‘sy to determine, it may take some 
little time to find out how large the de- 
tdent’s total insurance was of which 
. had not given up control before 
— It would probably take even 
wnger to determine just how large the 
total estate, general plus insurance, 
vn amount to. It would be neces- 
ned to know this, as the size of the es- 
“4 would determine the rate of the 


Modes of Settlement 


— life insurance angle is still fur- 
i. complicated where the life insur- 
sttlens Payable on optional modes of 
porte If the federal tax were to 
“the . ered a prior lien on the income 
a € settlement options, it might 
" veral years before the lien would 
— during which time the 
Om snes, Would be receiving nothing 
m their life insurance. 
the ogate Delehanty, however, took 


New Gift Tax 


Applying to Insurance 


Rules As 





NEW YORK, March 5.—New gift 
tax regulations being issued this week 
by the Bureau of Internal Revenue, tax 
gifts of life insurance on the basis of 
the reserve value rather than the cash 
value and the tax on the gift of a single 
premium life or annuity policy will be 
based on its replacement cost and not 
its cash value, F. L. Morton, manager 
of the New York Life in New York 
City, told members of the Life Super- 
visors Association. Both these rulings 
apply to already made gifts. 


Means a Higher Tax 


Taxing policies on the reserve value 
rather than the cash value means a 
higher tax where the policy is of short 
enough duration so that the imposition 
of the customary surrender charge re- 
sults in a difference between the re- 
serve value and the value that could be 
obtained if the assured were to give 
up the policy. 

Use of a replacement cost basis for 
valuing immediate annuities and single- 
premium life contracts results in prac- 
tically no change in tax on annuity 
gifts but means a higher tax on gifts 
of single premium life policies where the 
transfer is made at a later date than 
the original purchase of the contract. 


Example Is Shown 


For example a man buys a single pre- 
mium $100,000 life policy. Ten years 
later he makes a gift of it to his wife. 
At that time its cash value has in- 
creased to say, $70,000, which, under the 
previous ruling would have been the 
value of the gift for tax purposes. But 
it might cost $90,000 to replace it at the 
man’s attained age. Under the new 
regulation this would be the value as a 
basis for the tax. 

An important angle in saving time 
and annoyance for home offices, agents 
and policyholders is the bureau’s de- 
cision not to require filling out of new 
forms in cases where the size of the 
life insurance or annuity gift made it 
subject to gift tax. These forms had to 


be filled out by the company, signed by 

an officer and filed by the policyholder 

in making his gift tax return. 
Can Demand New Audit 


Instead of requiring all this clerical 
work to be done again, the bureau will 
accept the forms that have been filed, 
subject to a demand for a new audit 
if there appears to be a substantial dif- 
ference in the tax that would be paid 
under the old ruling and the new. In 
the large majority of cases, Mr. Morton 
said there will be no difference or else 
it will be so small that no effort will be 
made to collect it. 

The speaker said that efforts will 
probably be made to have the federal 
law revised so as to eliminate even the 
possibility of uncertainty as to the 
phrase “taken out” as applied to insur- 
ance, although he expressed the opin- 
ion that assigning a policy and giving 
up all legal incidents of ownership is 
just as effective as surrendering and 
then taking an absolute owner policy. 

Riehle Sends Out a Bulletin 


T. M. Riehle, associate manager in 
New York City Equitable Life of New 
York, immediate past president Na- 
tional Association of Life Underwrit- 
ers and chairman of its law and legis- 
lation committee is this week sending to 
all officers of its 300 local associations 
and its 3400 members who are general 
agents, managers or superintendents a 
bulletin prepared in cooperation with 
Baker, Selby & Revenel, Washington, 
D. C. law firm retained by the National 
association covering the changes in the 
gift tax regulations being currently an- 
nounced by the Treasury department. 
The bulletin notes that the department 
emphasizes the necessity for making as- 
signments irrevocable to have them free 
from future estate tax; also the change 
to a replacement cost basis on single 
premium life and annuity policies and 
to a reserve rather than cash value 
basis for policies on which further pre- 





miums are to be paid. 








lished principle of law, that since all 
contracts are presumed to be made with 
the law in mind, the law must be as- 
sumed to form a part of every contract, 
and therefore it is reasonable to infer 
that payments shall be made under 
modes of settlement after government 
tax claims have been deducted from the 
principal, just as if there had been a 
policy loan against the policy. 


View of Albert Hirst 


Albert Hirst, counsel, New York 
State Association of Life Underwriters, 
when asked about the life insurance ef- 
fect of the Surrogate’s decision, said he 
believed the decision to be good law and 
that it would probably be sustained by 
the highest courts. He suggested that 


life agents revise their clients’ modes of 
settlement to provide an amount of 
capital to take care of tax claims so 
that the expected amount of income 
would not be unexpectedly found to be 


intended to provide. Additional insur- 
ance as a tax fund would probably be 
desirable, he pointed out, where the in- 
sured can arrange it. This should be 
put under the interest option, so that 
the income from it will be available until 
the fund is required to pay the tax 
claims. 

While the process of giving up all in- 
cidents of ownership is an obvious way 
to avoid the possibilites of having tax 
claims assessed against one’s life insur- 
ance proceeds, Mr. Hirst warned that 
such an arrangement should not be 
lightly entered into but that the assured 
should understand thoroughly that 
when he gives up all incidents of owner- 
ship, he is making a complete gift with 
no strings attached to it. Many men 
who are enthusiastic about avoiding 
taxes through giving up ownership of 
life insurance stop short when it is ex- 
plained to them just exactly what they 
are doing, he has found. The action 


Threat Now Heard 
of Self-Insurance 


Life Companies Cite Possibility of 
Carrying Their Own 
Fire Risks 


AGENCY ISSUE IS RAISED 


Hard Boiled Attitude Observed in Re- 
sponse to Protests of Fire Pro- 
ducers on Current Practice 


NEW YORK, March 5.—Too ve- 
hement a protest by fire and casualty 
agents against the practices of life com- 
panies in handling insurance on fore- 
closed properties may have the net ef- 
fect of bringing to life the spectre of 
self-insurance. Formation by life com- 
panies of a fire company solely to write 
their business has also been suggested. 
The life companies’ procedure is due 
for some sharp criticism at the mid- 


year meeting of the National Associa- 
tion of Insurance Agents early next 
month. 

Life executives who take a _ hard- 
boiled attitude about the matter con- 
tend that life companies can well afford 
to self-insure to a vastly greater ex- 
tent than is done now; that the sav- 
ings from so doing have not been dis- 
cussed to any extent, largely because 
insuring against fire is a traditional 
practice; because their property insur- 
ance premiums amounted to relatively 
little before companies began to acquire 
property in large volume, and perhaps 
because of a feeling on the part of 
some company executives that a com- 
pany which suffered fire losses not cov- 
ered by insurance would be criticised 
as not following conservative manage- 
ment practices, especially if it were a 
mutual company and _ policyholders’ 
funds were at stake. 


No Conflagration Hazard 


Self-insurance advocates point out 
that a life company is ideally situated 
in this respect. Its properties are usu- 
ally widely diversified geographically so 
that there is no conflagration hazard. 
Its financial strength is sufficient to 
take care of a run of bad luck. Excess 
insurance can be carried for valuations 
above what is deemed a safe limit for 
self-insurance. 

One prominent mid-western company, 
for example, self-insures up to $50,000 
and carries excess insurance on valua- 
tions above that. About 90 percent of 
the company’s property values are self- 
insured. In four years it paid $18,000 
in losses and had saved more than 
$100,000 in premiums. 

No other life company self-insures to 
anything like this extent, although many 
do so up to $500 and some are self-in- 
surers up to $5,000 where properties 
are well scattered and there is no con- 
flagration hazard. : 

One reason why life companies take 











Position, in line with a well estab- 


considerably less than the decedent had 


should be carefully considered. 
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Tinkering with Security of Country Blaste 
by Equitable of New York Head 


NEW YORK, March 5.—Virile criti- 
cism of dangerous governmental tend- 
encies and assertion that a life insurance 
policy is the soundest equity for the 
average man, were made by President 
T. I. Parkinson of the Equitable Life of 
New York. in an address to New York 
agents of his company at a meeting in 
this city. 

“The time has come,” he said, “when 
even from a political point of view the 
wisest thing for those of us who con- 
duct the government for the rest of us 
is to put an end to experiments in cur- 
rency whether with gold or silver or 
paper—put an end to it in such a way 
that there can be no further question 
about it—and put the currency upon 
which we all live and depend on a defi- 
nite stable basis where it will no longer 
be a matter of concern. 


Cessation of Nonessential 
Functions Is Necessary 


“Having done that, the same group 
which constitutes the government * * * 
should then by the only practical meth- 
ods available bring the government’s ex- 
penditures within its reasonable income. 
Now that is not easy to do. I have tried 
in the Equitable to reduce expenses. 
There is only one formula that will ac- 
complish any substantial result and that 
is to discontinue functions that you can 
no longer afford—to cease expansion 
and restrict your operations. That is 
what government must do in this coun- 
try—restrict its operations to the abso- 
lutely necessary and then, not rationally 
and overnight but thoughtfully under 
the advice of experts and by the decision 
of the people’s representatives after care- 
ful consideration, formulate a tax pro- 
gram that is fair to all and that pro- 
vides the income which the government 
will need under its new plans for ex- 
penditures. 

“There is a political program devised 
by one who knows nothing about poli- 
tics but I submit that the people of this 
country are rapidly getting in a frame 
of mind where that which is sound and 
honest and clean of thought is going to 
make a better political platform than 
that which is devised by the professional 
politician. 

“T still have optimism and enthusiasm, 
not only for the Equitable and life in- 
surance, but for this country.” 


Danger of Return to 
Stock Speculation Stressed 


Mr. Parkinson said in spite of the 
lessons of the last six years, of the 
demonstration of the soundness of life 
insurance for the average man’s invest- 
ment medium, “the same idea that took 
the smart ones away from you in 1928 is 
tempting them away from you today. It 
is the same old idea about sound equities 
and riding with the market. They rode 
once with the market but so foolish are 
all of us human beings the glamour of 
a speculative atmosphere tempts us to 
ride once more.” 

He said insofar as inflation is con- 
cerned, there is no sound basis for the 
present conclusion that there is ahead of 
us any condition which makes a life in- 
surance policy any other than it has 
been proved during the past few years to 
be, namely, the safest investment for the 
savings of an average man. “I met the 
same atmosphere and so did you in the 
spring of 1935.” 

“With improving conditions in this 
country, with the foundation of public 
confidence which insurance now enjoys, 
the prospects ahead of our business from 
every point of view, we should with 
great self-confidence and with unquali- 
fied enthusiasm pursue the magnificent 
service which you and all the other 
apostles of life insurance have been ren- 
dering to the people of this community 








and this country for several years past. 

“Tt is a service that we have led the 
people to expect; it is a service that we 
have portrayed in such terms as to in- 
terest them, to arouse their enthusiasm, 
and it is a service which because of its 
importance to the public welfare de- 
mands enthusiasm. 

“If you believe in the business, if you 
believe in your company, if you believe 
the public needs the protection, if you 
believe the public is in danger of being 
misled again, how can you help being 
enthusiastic about individual persuasion, 
individual helpfulness, individual pro- 
tection?” 


Picture of Government 
Bond Holdings Is Given 


“We have a very large holding these 
days of government bonds and a very 
large holding of cash. We would rather 
have that cash at work but we are not 
going to pour it out these days; we are 
going to administer carefully its invest- 
ment. Of that large holding of govern- 
ment obligations about $100,000,000 were 
Treasury bills due within three months, 
about $70,000,000 were Treasury notes 
due within five years, about $25,000,000 
were farm mortgage and home owners 
loan bonds taken in the refinancing by 
farm owners and home owners of our 
mortgages against their property. They 
preferred for the moment to deal with a 
government agency. 

“I make no prophesies, I make no 
threats, but I do not believe it is possi- 
ble for any government agency or any 
semi-government agency to deal as 
fairly, as leniently, as patiently with de- 
linquent home owners and farmers in 
the mortgage matters as a life insurance 





company and particularly the Equitable 
has dealt with them over the past five 
years. 

“Now I shall have to go back to the 
home office and make a very important 
decision with respect to the tempting 
offers which the Treasury advertised 
this morning. We shall subscribe for 
substantial amounts of some of these se- 
curities. We would subscribe for larger 
amounts and with more enthusiasm if the 
government of this nation would put its 
financial house in order. Even a great 
country cannot go on indefinitely build- 
ing up its debt, spending beyond its in- 
come. You cannot do it. I cannot do it, 
the city cannot do it, the state cannot 
do it, and the nation cannot do it. The 
longer it is done the more difficult it is 
to stop it. As the deficits increase, as the 
bonded indebtedness increases, as the in- 
terest and the sinking fund requirements 
for the bonded indebtedness increase it 
becomes daily harder to put on the vol- 
ume of taxes necessary to reverse the 
course. 

“Vou cannot kid yourself in these fi- 
nancial matters and we in the insurance 
business know that the mathematics of 
the situation will get you if you do not 
look out. It is iust unfortunate for the 
country and difficult for our political 
leaders that this process of spending 
more than we have, of borrowing more 
and more, reaches a high point eight 
months before a national election when 
proposals of taxation are likely to be 
mere guestures because of the political 
difficulty of making them realities. 

“More than 20 percent of all the taxes 
collected by the federal government this 
year went to the payment of interest or 
sinking fund charges for existing public 





Two General Agents Appointed 








JAMES G. HILL 
Nashville 


The Connecticut Mutual Life has ad- 
vanced two supervisors to posts of 
general agents. Henry C. Hunken, who 
has been supervisor for seven years, 
first in the Fraser agency of New York 
City, and then in the Zimmerman 
agency of Newark, N. J., becomes gen- 
eral agent at Springfield, Mass. 

James G. Hill goes to Nashville from 
Dallas, where he has been a leading 
producer and supervisor for the Con- 
necticut Mutual. Mr. Hill first joined 
the company in ‘1933 when it entered 
Texas, and since that time has averaged 
better than a $200,000 production a year. 
During the past year he has been de- 








HENRY C. HUNKEN 
Springfield, Mass. 


voting most of his time to supervisory 
matters. 

Mr. Hunken was largely instrumental 
in the organization of the New Jersey 
Supervisors Association, of which he is 
now vice president. He attended Col- 
gate and the College of Law at Cornell. 

Mr. Hunken was tendered a dinner 
by Charles J. Zimmerman and the New- 
“a agency presented him a traveling 


ag. 

Mr. Peterson has been appointed city 
supervisor at Dallas succeeding Mr. 
Hill. Mr. Peterson will have head- 
quarters in Dallas in the Republic Bank 
building. 
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debt and yet government not only (ollie 
tinues to borrow large sums of mo, 
but continues to make use of a pot, 
ing device which has (I do not me {mfORTR 
say consciously) misleading effects ty 
public opinion. Of the $30,000,000, 
of existing federal debt $12,000,094, E 
is in the form of short term tax exen -~ 
notes. This morning the Treasury of, Con 
another large batch of 1% percent ,, 
exempt 5-year notes. Well, if you jy, 
pen to be paying 40 percent or 59 9a 
cent or 60 percent income taxes, | Wot Thoma 

homa: 


advise you to subscribe for them heyy) 
and enthusiastically. One and one-y 
percent free of all taxation is better th 
3 percent or 3% percent or even re 
cent subject to the higher brackets 
income tax and when the treasur 
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Down Interest Rates 
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“Moreover, the Treasury is ys : 
was VICe 


pressure to bring down interest rates 


an unreasonably low level in the priy,jmthen ser’ 
financial field. What do I mean? Onifmmhe Miss 
a short time ago one of the federdjmseven. y' 


agencies stepped forward and offered th 


Illinois 
funds of the Treasury, obtained by tar 


with hee 


ation or borrowing, to a great railro,ff™in 1935 
company at 4 percent for a third [ienMciation ¢ 
This artificial emphasis on low interestfmtwo yee 


rates is unjustified by any consideratiog 
of public policy that is apparent to me 
Perhaps I would not be complaining of 
it if it were not for the fact that it affect 
so seriously the power of your represen: 
tatives and your policyholders’ repre 
sentatives to invest at a fair rate of jn. 
terest for a long pull the funds of a fit 
insurance company. 

Let me illustrate to you how i 
works: There is very little new finance. 
ing—very little new money being bor: 
rowed by business corporations. The 
only refinancing at these low rates that 
you see in the newspapers is by an o- 
casional railroad which has the goo 
luck to have a maturity at this particu: 
lar time—and there are only a few a 
them—or a railroad that goes into re 
ceivership and is reorganized, before this Larle 
extraordinary low rate is over. and dit 


Public Utility Holding 


agents 
Chicago 


Rober 
the Am 
promin« 
banking 
Other « 
troit, vi 
Fred J 
preside: 
Estel S 
and L. 
and ac 
and Ge 
the Di 
wards, 
of the 


Companies Chiefly Benefit nee 

. ' in Wa 

The chief benefactors of this policy 1916 a 
of pressing down interest rates in thel House 
field of Private finance are the public MM ager a 
utility holding companies. Why? Fits. of the 
because many public utility bonds have resign 
been Assued in recent years and _ they dent 
contain a callable clause. Older indus- For tl 
trial mortgages and railroad mortgages execu 
generally do not contain a callable Mr 
clause. attorn 

Therefore, public utilities can antic: vesti 
pate maturities and refinance at current in te 
lower interest rates. That they have Mr 
done it is pretty well indicated by one olis ¢ 
figure that I have here. During the yeat presic 


1935, $21,000,000 of par value of secur- 
ties held by the Equitable were calle > 
for refinancing. Most of them were pu 


lic utilities. As the result of that call we ni, 
took a profit of just $1,000,000, being a4 
the difference between our book pric? pee 
and the call price, but the average rate of th 
of interest on the new bonds which He | 
came out in their place is 314 percent @ |i: 
and the current pressure tends down be: Haj 
low 3% percent. ; loa 

“The mortgages are on the underlying & W 
operating public utility plants for the get with 
eration and distribution of electric powt & a 
and gas and it is that type of mortgast  ¢,,, 
bond that we and other investors ow! & 
When such bonds bearing 5 percent Life 


coupons and 4% percent coupons afe M 
called and replaced with 3 percent, 3/4 
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‘ame Officials of 
Life of Detroit 








, F. Lawrence Is Selected as 
: President of the New 
Company 








ORTRIGHT IS ACTUARY 


trong Executive Staff Is Picked For 
Concern Built on Remains of 
Detroit Life 


Thomas F. Lawrence, former vice- 
esident of the Missouri State Life and 
1, 1935 president of the Chicago Asso- 
ation of Life Underwriters, will head 
he Life Insurance Company of Detroit, 





















h ij vhich will take over the business of the 
hat it MMefunct Detroit Life under the jurisdic- 
10 fron on of federal court. 
Mr. Lawrence was born into the life 
nsurance field, as his father, Charles H. 
lawrence, long was secretary of the 
is usingqPhoenix Mutual Life. T. F. Lawrence 
rates mwas vice-president of the Hartford Life, 
€ privadmhen served 12 years as vice-president of 
n? Onidimthe Missouri State Life and for the last 
- federdfimseven years has been manager of the 
ered thfmlllinois department of the Reliance Life 
by tafmwith headquarters at Chicago. He was 
railrogfmin 1935 president of the Chicago Asso- 
ird lienflMciation of Life Underwriters and served 


interesff/two years as chairman of the general 


deratiofMagents and managers’ division of the 
t to mefm™(hicago body. He is a graduate of Yale. 
ining of Other Officers Named 


t affects ; 
Robert B. Locke, former president of 


presen: : i : 

repre-gmg tte American Institute of Banking and 
e of jnggorominent in Detroit and Michigan 
of a lieqmbanking affairs since 1916, is treasurer. 


Other officers are: Theodore Levin, De- 
troit, vice-president and general counsel; 


how it 
Fred A. Ossanna, Minneapolis, vice- 


finane- 


1g bor. resident and associate general counsel; 
s. The Estel Scott, Kansas City, vice-president, 
‘es thafmeand L. C. Cortright, Detroit, secretary 
an oc-gmand actuary. Directors are the officers 
> goolfmand George E. Allen, commissioner of 
yarticu-fm the District of Columbia; W. Ed- 
few of™ Wards, Chicago, principal land appraiser 
nto re-M™@of the Housing Division, PWA, and J. 
re this™ Earle Brown, Lansing, Mich., attorney 
and director of the former Detroit Life. 
Mr. Locke recently has been con- 
nected with federal financing operations 
_ Bi Washington. He went to Detroit in 
policy fH 1916 as manager of the Detroit Clearing 
in theif House Association. He was made man- 
_ ager and director of the Detroit branch 
“a of the Federal Reserve Bank in 1919, 
a resigning in 1923 to become vice-presi- 
ons dent of the Merchants National Bank. 
tenee For the next 10 years he served as an 
allable i “CCUtive of several Detroit banks. 
Mr. Levin served as special assistant 
antici “!O™ey-general in the grand jury in- 
aed vestigation of the Detroit bank situation 
hae In 1933, 
7 om Mr. Ossanna is a prominent Minneap- 
> year fq lS corporation lawyer and has been 
ecuri- oesident four years _of the National 
called {talian-American Civic League. _Mr. 
pub = 1s a capitalist and retired business 
all we 4 . 
being Mr. Cortright recently was consulting 
price ““lUary with the receiver of the old 
» rate “OMpany. He is former vice-president 
vhich fo the Occidental Life of Raleigh, N. C. 
cent @ Ue has had service with the Qld Line 
n be Life of Milwaukee, Haight, Davis & 
Haight, consulting actuaries, and the 
tying Acacia Mutual Life. 
get: With the deposit of $200,000 in bonds 
ower “th the state treasurer and verification 
gage fe “2 $100,000 deposit in a Detroit bank, 
own. @ ~“missioner Ketcham of Michigan has 
rcent | ‘Sued a certificate of authority to the 
- are te of Detroit. 


3h ae Ketcham said policyholders in the 
) 


company will be given the oppor- 











Detroit President | 











THOMAS F. LAWRENCE 


Much interest is taken in the an- 
nouncement that Thomas F. Lawrence 
of Chicago has been selected as presi- 
dent of the new Life Insurance Com- 
pany of Detroit, which was organized 
to take over the business of the defunct 
Detroit Life. Mr. Lawrence for the 
past seven years has been Chicago man- 
ager of the Reliance Life. Previously 
for 12 years he was vice-president of 
the Missouri State Life. 








tunity to decide by ballot. within the 
next 30 days, as to which of three 
courses to adopt. They may either 
transfer to the new company under 
(CONTINUED ON PAGE 13) 





Improvements Are Made in 
the Little Gem Life Chart 





For 34 years the “Little Gem Life 
Chart” published by THE NATIONAL 
UNDERWRITER has been outstandingly 
popular as a convenient source of help- 
ful information on policies, rates, values, 
dividends, cost illustrations, and finan- 
cial statements of life companies. The 
new improved 1936 edition, which will 
be off THe NATIONAL UNDERWRITER press 
in a few weeks, will be entirely up-to- 
date in every respect and will be the 
most complete “pocket size” life refer- 
ence book ever published. 


New Showings of Cash Values 


One especially useful feature of the 
new “Little Gem” will be the new show- 
ings of cash values at ages 60 and 65. 
These values are seldom given even in 
the contracts themselves, and will be 
most helpful to agents selling retirement 
plans and doing programming work. 
Thus the “Little Gem” is enlarging its 
data on cash values even though it has 
previously covered more contracts on 
many companies than do other small 
reference books. 

For a typical company, the “Little 
Gem” gives policy provisions first, fol- 
lowed by the rates on some 20 or more 
contracts, including disability and double 
indemnity rates; and then cash values 
on six contracts including the values at 
ages 60 and 65. 

Net Cost—Net Payment Illustrations 


Following these pages are the “Little 
Gem’s” famous “Net Cost—Net Pay- 
ment” illustrations which have the divi- 
dends already subtracted from the rate at 
every age to eliminate the necessity of 
users -making these calculations. Ac- 
companying these showings are detailed 
summaries at every age for both 10 and 
20 year periods. Such illustrations are 








Independence Square 





A MARCHING MONTH 


All of us will be happy when this wild wottawinter has 
blown itself and frozen itself out to a finish! 
almost every kind has slowed down, necessarily, and life 
underwriters have shared the common disadvantage. 
they have doggedly plugged and tramped in their work of 
soliciting, and they deserve congratulations for their cour- 
age in the face of the heartbreaking weather conditions. 


March 1, which will not be many days away from offi- 
cial Spring, should have brought us to easier working 
conditions. Some of February’s slack, inclemency created, 
we should be able to take up. Cases we wanted to close, 
but couldn’t, because prospects were inaccessible, should 
come to the dotted line ; and prospects we had planned to see, 
but for the same reason we couldn’t, we shall doubtless be 
able to get at. Groundhog or no groundhog, and catching 
normal weather conditions on the rebound, and whether it 
be lion or lamb, March should be a marching month! 





THE PENN MUTUAL LIFE INSURANCE CO. 


Business of 


Yet 


Philadelphia 


given at every age for ordinary life and 
important special contracts, and also at 
five year ages for the 20 pay, 20 year 
endowment, and popular forms. 

In line with the increasing sale of nu- 
merous special contracts, the new “Little 
Gem” will give the details on still more 
policies of this type in addition to its 
very complete coverage of standard pol- 
icy forms. More information is also be- 
ing added on retirement contracts in 
the new “Little Gem,” in the form of a 
special section devoted to these forms, 
which will follow the section on imme- 
diate annuities. 


Financial and Insurance Report 


One other outstanding feature of the 
“Little Gem” is its 100 page, five year 
financial and insurance report. This 
gives some 19 important items from the 
annual statements of over 250 companies. 
Thus with the “Little Gem,” users have 
very complete data on some 145 com- 
panies and at least some data on prac- 
tically every company. No other small 
reference book gives anywhere near as 
much data on the financial standings of 
companies. 

Thousands of agents in all sections 
have found that the extra information 
which the “Little Gem” provides—fre- 
quently data on local companies not 
shown in other reference books—gives 
it a very definite extra value. 


Useful Information Is Given 


_Many times has the “Little Gem” 
given them some “not-so-common” fact 
or figures that they suddenly needed and 
that was not obtainable from other 
pocket size books. Some may have 
thought the data on additional com- 
panies not of great value but numerous 
letters from users and _ continually 
mounting sales have proven the worth 
of the “Little Gem’s” showing of many 
companies not given in other books. 

Many important changes have been 
made in the rate and dividend structure 
of numerous companies since the last 
“Little Gem” was issued, making a new 
and up-to-date edition of vital impor- 
tance to all progressive agents. Copies 
of the 1936 “Little Gem” will be de- 
livered in sequence that orders are re- 
ceived. The single copy price is $2 and 
company club rates are allowed to all 
agents. Orders can be sent in to THE 
NATIONAL UNDERWRITER, 420 East Fourth 
street, Cincinnati, O. 


Weekly Producers 
of Phoenix Mutual 


The Phoenix Mutual Life publishes 
its honor roll of consecutive weekly pro- 
ducers for 1935, the ones holding a rec- 
ord for a year or more, as follows: 





Name—Agency Weeks 
George W. Oldham, Pittsburgh..... 728 
Robert F. Moody, Charlotte......... 720 
Joseph M. Ward, Home Office....... 574 
John M. Brown, Charlotte.......... 566 
Robert Russell, Charlotte........... 459 
Be J. TVG, BIG i 6 ccccsicccccsss 405 
John P. Stryker, Boston............ 322 
Clyde B. Gelder, Rochester.......... 169 


William J. Huber, New York City... 156 
Frank A. Nelson, Albany........... 148 
Allan O. Crosier, Rochester......... 130 
Robert F. Burnett, Pittsburgh...... 110 
Minor M. Smith, Oklahoma...®*...... 107 
Harry C. Ellis, San Francisco....... 105 
Clyde H. Rogers, Syracuse.......... 99 
Thomas E. Farley, Syracuse......... 89 
Lester H. Maurer, Pittsburgh....... 86 


William T. Everett, Jr., Pittsburgh. 82 
Clifford O. Montgomery, Pittsburgh. 74 




















Simpson E. Spencer, Cincinnati...... 71 
J. W. Gustaveson, Kansas City...... 70 
Arthur L. Miller, Pittsburgh........ 59 
Harry M. Watson, Chattanooga..... 56 
Alice V. Small, San Francisco....... 56 
John S. Bateman, San Francisco..... 55 
Bennett D. Bell, Rutland............ 52 
G. Keith Daniell, Boston............ 52 


THE NATIONAL 








UNDERWRITER 
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Agent Has Served 
For 61 Years in 
The Life Field 





Fort Fisher, Jan. 1, 1865. Mr. Strong 
had his early experience teaching school 
and as a salesman and his first life in- 
surance policy, written in 1876, is still 
in force. The offices of the agency have 
for many years been located in the First 
National Bank building, Chicago, the 
city just beginning to show signs of 








Joseph H. Strong, general agent John 
last 
month rounded out 61 years of service 
Strong, who is 
82, is still in excellent health and says 
that “while life is uncertain, I expect to 
He is still active 
in the agency, arrving at the office be- 
fore 8 o'clock on most days, and still 
exhibits the same enthusiasm with which 
he entered the business more than three 


Hancock Mutual Life, Chicago, 


in the business. Mr. 


reach the age of 90.” 


score years ago. 


Mr. Strong was born in New Era, Pa., 
Sept. 19, 1853, and received his educa- 
tion in the schools at Bradford, Pa. His 
father, James E. Strong, served in the 
civil war and was killed at the battle of 


growth when Mr. Strong entered the 
business. In commemoration of _ his 
years of representation of the John 
Hancock Mutual Life, he received con- 
gratulations from H. G. Schafer, gen- 
eral agency supervisor, and also received 
letters commending him on his fine 
physical condition from President G. W. 
Cox and Vice-president E. H. Brock. 

As evidence of his unusual vitality, 
Mr. Strong suffered several broken ribs 
as the result of an automobile accident 
on Labor Day, but this did not prevent 
his coming down to the office the next 
morning. Later, of course, his injuries 
were diagnosed by x-ray, but his rapid 
recovery indicated he is still hale and 
hearty. 











The Record Speaks! 


More than 400,000 claims were paid 
by The Prudential during 1935, for 
a total exceeding $163,000,000. Of 


these more tha 


n 100,000 were of 


matured endowments to living bene- 


ficiaries. 


These claims were paid 


promptly, in keeping with 
the Prudential ideal, an 
average of more than 
1,736 being disbursed in 
each working day during 
the twelve months. 


The Life Insurance Sales- 


Susuranc 





Home Office 


man has ample reason for 
pride in his calling. 


The Prudential 


e Company of America 


EDWARD D. DUFFIELD, President 


- Newark, New Jersey 














Travelers Gets 
High Tribute on 


Advertisement 





An advertisement of the Travelers 
has been adjudged the “most distin- 
guished by the excellence of its copy” 
of any advertisement published by any 
advertiser in any magazine during 1935. 
The company was awarded this honor, 
and the author of the advertisement a 
medal, at a dinner in New York City 
attended by some 200 advertising men. 

These annual awards were inaugu- 
rated by the late Edward Bok at the 
time he retired from the editorship of 
the “Ladies Home Journal.” A com- 
petition for those various awards was 
for many years conducted under the 
auspices of the Business School of Har- 
vard University, and they came to be 
known as the “Harvard Awards.” 
These competitions, which were discon- 
tinued a few years ago, were this year 
revived by “Advertising and Selling” 
magazine. 


Basis of the Award 


Medals were given for the campaign 
which contributed the most to the ad- 
vancement of advertising as a _ social 
force; for an advertisement  distin- 
guished for the excellence of its layout, 
art, or typography; for an advertise- 
ment most distinguished by the excel- 
lence of its copy; for technical excel- 
lence and ethical soundness of a cam- 
paign appearing in magazines; for a 
similar campaign appearing in newspa- 
papers; for a campaign appearing indus- 
trial publications; and for other similar 
specifications. 

The advertisement of the Travelers 
which won recognition was prepared by 
its advertising agency, Young & Rubi- 
cam, of New York City, and appeared 
in the “Saturday Evening Post” last 
April. Its title was “Thoughts at 
Thirty-nine” and the text as follows: 


Text of the Advertisement 


“T’m 39 today. 

“Not old, as somebody once said, for 
a cathedral. But well past the starry- 
eyed stage for a man. 

“And I’ve gotten rid of some of my 
starry-eyed ideas. 

“Does that mean I’m worn down and 
disillusioned? No—I don’t think it 
does. Not when I remember the kick 
I got out of landing that 3% pound 
brook trout on the Tenabeck last spring. 

“But I’m beginning to see some things 
as they really are. 

“That dream every kid has of being 
rich some day. I don’t think it’s coming 
true, as far as I’m concerned. 

“The securities I bought in ’29—well, 
why go into that again? This house 

. it will be mine some day, but there 
is that boom price to write off. The 
job . . . good even at cut pay... 
but after all, how many people get rich 
on jobs? 

“No, I'll probably never be rich. But 
I’m losing no sleep over it . . . for I’ve 
fixed things so I’m even surer that I'll 
never be poor. 

“T’ve seen to it that I’ll have money 
when I need it. I’ve done it the only 
way I know of for the man who hasn’t 
an estate behind him . . by taking 
full advantage of insurance. 

“If anything happens to me, my life 
insurance policies cover the rest of my 
mortgage, take care of Mary, and send 
the boys to college. If I live, there 
will be an income that will let us have 
a mighty comfortable time. 

“My accident insurance takes up 
where my life insurance leaves off. My 
house is covered by fire insurance. 
Automobile insurance protects me when 
I drive. 


“T’ve looked ahead, calculated the 
hazards of life and guarded against 
them. 


“And at 39 I’ve greater peace of mind 
than I’ve ever had before.” 











Succeeds Ramsay 


———_| 

















Ss. C. McEVENUE 





With the retirement of A. Gordo, 
Ramsay as assistant general manage 
and general superintendent of the (:. 
nada Life because of ill health, §, ¢ 
McEvenue has been appointed gener 
superintendent to succeed Mr. Ramszy, 
Since joining the Canada Life in 197, 
Mr. McEvenue has been identified with 
agency work not only in Canada and 
the United States, but also in the Brit. 
ish Isles. He joined the Canada Life 
as western supervisor and subsequently 
has been assistant superintendent and 
superintendent. He is a graduate of 
McGill University and has an interest. 
ing background as star quarterback and 
football coach. His life insurance train. 
ing includes field and executive work. 








Great Southern Life Had 
Successful Year in 1935 


E. P. Greenwood, president of the 
Great Southern Life, reports very f 
vorable gains during the past year. Fig- 
ures from the statement show assets of 
$43,125,923, increase $918,323. During 
1935, the company paid policyholders 
$4,158,367. The legal reserve grew from 
$36,262,627 to $37,625,708. There is a 
policyholders surplus of $4,143,620. _ 

The total income was $8,700,189. New 
business paid for was $32,031,791, mak- 
ing insurance in force $226,878,398. New 
business received during the first two 
months of 1936 shows an increase over 
the same period of 1935. 





Norman Smith Guelph Manager 


The Monarch Life of Canada has ap- 
pointed N. W. Smith as manager a 
Guelph, Ont. He joined the Monarch 
Life in 1923, entering the agency depatt- 
ment at the head office. Entering the 
field several years ago, Mr. Smith rap- 
idly developed into one of the leading 
producers. Prior to his appointment 
as manager, Mr. Smith was agency 4 
sistant at Guelph. 


Little Is Toronto Manager 


The London Life of Canada ai 
nounces the appointment of George W. 
Little of London, Ont., as manager 
the new ordinary agency branch in Tor- 
onto. At the present timme the Tor 
onto ordinary branch has the largest 
volume of life insurance in forcce of _ 
of its ordinary agences. Mr. Little 
joined the London Life in partnership 
with C. R. Somerville in a ew 
agency. A year ago he was appointe 
district supervisor. 


Life School at Little Rock, Ark 


LITTLE ROCK, ARK., March / 
The annual life insurance school of 
agents of the Equitable Life of NeW 
York was held here for a five-day tem 
Dr. G. B. Van Arsdall of the home “h 
fice was in charge of the class, in whic 
all sections of the state were represente® 
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Joint Hearing on N. Y. Bills 
Is to Be Held on Tuesday 





MANY ISSUES ARE INVOLVED 





Various Phases of Legislative Program 
Are Discussed at Informal Dis- 
cussion in Albany 





















A joint hearing will be held the after- 
goon of March 10 in Albany on all bills 
sefore the New York senate and assem- 
bly insurance committees. _ ; 

Last week there was an informal dis- 
cussion between members of the two 
committees, Insurance Superintendent 
Pink, R. N. Rose, department counsel, 
and insurance company representatives. 

Hervey Drake, counsel Association of 
Casualty & Surety Executives, ex- 
pressed approval of the bill providing for 
yniformity in rehabilitation or liquida- 
tin of companies doing an interstate 
business. 

Mr. Pink discussed the bill that would 
jrike out the provision that a stock 
dividend shall be at least 25 percent of 
the original capital stock. He said there 
gems to be no particular reason for 
wich a law and it works a hardship on 
some of the small companies that would 
like to declare a lesser dividend. 


Foreign Company Regulation 


In connection with the bill relating to 
admission of alien companies, Mr. Pink 
said the present Jaw works an injustice 
on companies holding Canadian securi- 
ties. Frequently it is necessary to com- 
pel companies to dispose of perfectly 
good assets to make them conform to 
the New York law. Under the new 
measure, the insurance superintendent 
would be given discretion in the matter 
of investments of foreign companies so 
that they may be “substantially the 
same as required of New York compa- 
nies.” 

The purpose of the bill requiring the 
licensing of agents of life or casualty 
companies operating on the cooperative 
or assessment plan is to bring under the 
provisions of the licensing law agents of 
those fraternals that are competing with 
the life companies in a big way, accord- 
ing to Mr. Pink. 

No opposition was expressed to the 
bill requiring mutual health, life and cas- 
walty corporations to have a surplus of 
at least $100,000. 

Considerable opposition developed to 
the bill relating to prohibited loans to 
directors and officers of companies and 
prohibiting officers from receiving com- 
mission or emolument for acquisition of 
business. In view of this opposition, it 
is likely that this bill will go over until 
the general revision of the insurance law 
next year. In the meantime a hearing 
may be held on this particular proposal. 


Modification of 55-A 


There was considerable discussion of 
the bill amending section 55-A so as to 
give the insured the right to nominate a 
tusband, wife of child as beneficiary and 
effect such change without the necessity 
ot endorsement on the contract by the 
suing insurer in certain cases. 

_ Mr. Rose explained that often the pol- 
ty is in the possession of someone with 
0 insurable interest who will not give 
tt up where the husband wishes to 
ange the beneficiary to his wife or 


R. L. Hogg of the Association of Life 
Insurance Presidents said he would like 
‘0 offer some minor amendments. 

_the departmental bill to limit the first 
Year expense on single premium life and 
‘Mnuity contracts has now been intro- 
duced in the lower house. It provides 
that the expense shall not exceed 4 per- 
“ent of the premiums on such business. 
phe bill providing for reduction of 
€ acquisition cost limit from 6 percent 
° 4 percent of the premium on single 
emit business, whether life insurance 
i qunuities, is a department measure 
gle with the opinion expressed by 
“uperintendent Pink in his recent pre- 











C.L.U. NEWS 


SET C. L. U. EXAMINATION DATES 


Announcement is made of the date 
for conducting the 1936 examinations 
for the Chartered Life Underwriter 
designation. Part 1 examination is to 
be given June 18, 9 a. m. to 1 p. m; 
part two, June 18, 2 p. m. to 6 p. m.; 
part 3, June 19, 9 a. m. to 1 p. m.; part 
4, June 19, 2 p. m. to 6 p. m.; part 5, 
June 20, 9 a. m. to 1 p. m. 

Approved candidates who pay their 
fees will receive examination admission 
tickets. 





* * * 
DR. RUTH LEWINSON SPEAKS 
Dr. Ruth Lewinson, treasurer and di- 
rector of the New York County Law- 
yers Association, addressed the Febru- 
ary meeting of New York City C. L. U. 
on “Technical and Human Aspects In- 
volved in Estate Administration.” Dr. 
Lewinson is also a member of the asso- 
ciation’s committee on practice and pro- 
cedure in the surrogate’s court and of 
its advisory committee. She is a mem- 
ber of the New York City Board of 
Higher Education and a trustee of 
Hunter College, New York City. 
x * * 
NEWARK REVIEW COURSE 


A C. L. U. review course has been ar- 
ranged in Newark, N. J., and will be 
held in the Seth Boyden School of Busi- 
ness. The course will cover a period of 
12 weeks and will start on March 17. 
The lecturers will be A. J. Schick of the 
Prudential, C. J. Zimmerman, New Jer- 
sey general agent, Connecticut Mutual 
Life, and L. J. Ackerman, an attorney 
in New York City. Examinations will 
be held in June. The course will cover 
life insurance salesmanship, life insur- 
ance fundamentals and functions, and 
legal aspects of life insurance which will 
cover wills, trusts and taxes. The 
course will be held in the evening. 








liminary report to the effect that in view 
of the large volume of this type of busi- 
ness, 6 percent is too liberal an expense 
allowance. 

At that time Mr. Pink pointed out that 
when section 97 of the New York in- 
surance law was revised in 1929 the pro- 
portion of single premium life or an- 
nuity business was relatively small and 
the limit of 6 percent set at that time 
was not sufficient to keep acquisition 
costs in line when the volume of imme- 
diate annuity and single premium life 
policies shot up as it did in the imme- 
diately succeeding years. 


Prevailing Scale Now 2 Percent 


Most companies now pay 2 percent 
commission on such business. Before 
that 3 and even 4 percent commissions 
were paid on annuities and until very 
recently at least one company was pay- 
ing 6 percent on single premium life 
contracts although only 3 percent on 
single premium annuities. As the low- 
ered interest rate level began to make 
itself felt and immediate prospects of 
higher returns on investments were 
lacking, companies began cutting com- 
missions on annuities and life policies of 
the single-premium variety. 

The proposed limitation of annuity 
and single premium life acquisition costs 
on the ground that they are too liberal 
has nothing to do with the fact that 
most annuity-writing companies have for 
several years shown a loss from surplus 
on account of annuity business. The 
expense allowance under section 97 is 
not supposed to be used as an offset to 
losses occasioned by putting up addi- 
tional reserves or other expenses not 
connected with getting new business. 





John C, Stevenson, who retired Feb. 1 
as agency organizer for the Richmond 
agency Mutual Life of New York to be- 
come an agent, topped all other produc- 
ers of that agency during the month. 
Mr. Stevenson was succeeded as agency 
organizer by L. Jeter, formerly with 
the Huntington, W. Va., agency. 








LINCOLN 


TO 


CAMERON 





Lincoln 


Simon Cameron. 


My dear Sir: 


Cameron 


Executive Mansion 


June 20, 1861 


Send him off with such authority—as you think will get him into 
actual work the quickest. Tell him when he starts, to put it through— 
not to be writing or telegraphing back here, but put it through. 


Yours truly, 


A, Lincoln. 


FOLLOWING THROUGH 


INCOLN was severely criticized at the beginning of 
hostilities for his seeming lack of aggressiveness. 
The accompanying letter to Secretary of War Cameron 
reveals, however, that a great executive was emerging. 
Lincoln possessed the ability to follow through. 


The life underwriter must likewise learn to follow 
through if he would conduct his interviews without 
interruption. When in the midst of a presentation, the 
life underwriter cannot be writing, phoning, or wiring 


his office for additional helpful information. 


At the 


point of sale, he is the final authority. To succeed, he 
must be prepared to follow through—to supplement 
catalogue information with commonsense and sound 


judgement. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 
ITS NAME INDICATES ITS CHARACTER 
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C. I. D. Moore’s Work with 
the Pacific Mutual Life 





The retirement of Vice-president C. 
I. D. Moore of the Pacific Mutual Life 
at its head office brings to mind one of 
the most lovable, cultured and interest- 
ing personalities in the business. Mr. 
Moore has a stimulating background 
that has made itself a force in molding 
his entire career. He is a Canadian by 
birth, being raised on a farm near To- 
ronto. He attended Victoria University, 
which is a small Methodist college near 
Toronto, with the idea of becoming a 
minister. Imbued in early youth with 
the mission he could perform from the 
pulpit, he has always been a devout 
churchman and has profound religious 
convictions. When he graduated from 
college he became a teacher and went 
to Tokio, Japan, being connected with 
the missionary board of the Methodist 
church there. The father of George I. 
Cochran, who is chairman of the board 
of the Pacific Mutual Life, and its for- 
mer president, was the first missionary 
bishop in Japan. Mr. Cochran also is 
a Canadian, having come from Toronto. 


Returns to the United States 


The Cochran family lived in Japan 
and in line with his work Mr. Moore met 
Maud Cochran, who is a sister_of 
George I. Later he married her. His 
wife’s family moved to Los Angeles and 
later Mr. and Mrs. Moore went there 
and he became a principal of schools in 
that city. Mr. Moore afterwards 
became principal of the Santa Monica 
high school and supervisor of the school 
district. Mr. Cochran and his associates 
had come in control of the old Con- 
servative Life of Los Angeles when 
Wilbur S. Tupper was president. 


Started with the Rate Book 


The Conservative Life was merged 
with the Pacific Mutual Life of San 
Francisco and the head office moved to 
Los Angeles. Inasmuch as Mr. Moore 
and Mr. Cochran were brothers-in-law 
Mr. Moore decided to enter life insur- 
ance and went with the Conservative 
Life when Mr. Cochran was vice-presi- 
dent and counsel. He took a rate book 
and went into the field thus getting some 
fundamental information as to life in- 
surance selling. Mr. Moore succeeded 
as a salesman but he was essentially 
of the teaching type. His life had been 
in the more contemplative field but sol- 
iciting gave him a practical slant. He 
is a student, a man of refined mind 
and wields a finished pen. He became 
assistant secretary of the Pacific Mutual 
in 1906 and was made secretary in 1908. 


Editor of “Pacific Mutual News” 


On that date he took up the editor- 
ship of the “Pacific Mutual News” and 
made that publication unique and one 
of the most widely read of the com- 
pany house organs. He was thus at- 
tached to the agency department and 
became assistant and later associate sup- 
erintendent of agencies. He acted as 
chairman of the underwriting commit- 
tee. Mr. Moore is a man of gentle na- 
ture and at the home office he was often 
sought for counsel and was regarded as 
“a friend of man.” He did not try to 
dominate any situation. He wormed his 
way into the hearts of people through 
his gracious nature and human attri- 
butes. 

Active in Outside Fields 


Aside from his company work he has 
been active in many pursuits. For in- 
stance, he is a trustee of the University 
of Southern California, director of uni- 
versity religious conference of the Uni- 
versity of California at Los Angeles, a 
member of the advisory committee 
of the Los Angeles Y. M. C. A., a di- 
rector of the Los Angeles Missionary 
and Church Extension Society and trus- 
tee of West Adams Methodist Episcopal 
Church. Therefore his work outside of 








the Pacific Mutual has been along re- 
ligious and educational lines. 

The “Pacific Mutual News” was al- 
ways a delight because it was more than 
mere purveyor of Pacific Mutual infor- 
mation. Editor Moore had a real flair 
for writing. He has an ingenious and 
penetrating mind. He traveled in many 
parts on the west coast and wrote de- 
scriptive sketches of his observations. 
They were not taken from travel books. 
He illustrated these descriptive writings 
with typical scenes. He is a great lover 
of southern California and the Pacific 
Coast. He knew his subject thoroughly 
and was in sympathy with the country. 
Being a lover of nature and taking a 
great delight in floriculture, he knew 
flowers and their habits. 


“Cid Says” Column 


In the “Pacific Mutual News” he had 
a column captioned, “CID says.” These 
were philosophic epigrams, original, 
concise, inspiring. He was known around 
the home office as “Cid,” pronounced 
“Sid.” In the “Pacific Mutual News” 
he had stories of leaders, items of in- 
terest to Pacific Mutual men, inspira- 
tional articles. In fact, he made the 
publication a varied one so that those 
who got hold of it read it from one end 
to the other. There was published in 
book form his philosophical epigrams. 


Personality Sketches 


Mr. Moore took particular delight 
in writing about Pacific Mutual men, 
making them all personality sketches 
with graphic and intimate touches. 
These have all been based on direct per- 
sonal contact and acquaintance with the 
person who was the subject. Mr. Moore 
has always been interested in travel and 
therefore out of his own experience he 
wrote descriptive stories of various lo- 
calities that he had visited. 

Mr. Moore was asked how he hap- 
pened to get into life insurance. He ex- 
plained that he was teaching school and 
was not able to make both ends meet 

(CONTINUED ON PAGE 13) 





Becomes Editor 








JENS SMITH 


Jens Smith, assistant superintendent 
of agencies of the Pacific Mutual Life, 
along with his other duties takes over 
the editorship of the famous “Pacific 
Mutual News,” which heretofore has 
been in charge of Vice-president C. I. 
D. Moore, who is retiring from active 
service. Mr. Smith was formerly Chi- 
cago manager and owing to his ability 
and resourcefulness was called to the 
head office. He is now on a trip 
through the central west. 

Miss Gertrude M. Millar and Carey 
Groton are assistant editors. 








Brief Facts on 
Equitable Top 
Notchers Given 


The Equitable Life of New York an- 
alyzes the work of the agents who wrote 
the greatest number of cases last year 
to ascertain how they did it. It calls 
attention to the fact that there was a 
wide variation in the type of territory. 

Carlsen of the Des Moines 
agency wrote 271 cases for a volume of 
$500,570. He drives about 35,000 miles 
a year. A large number of the applica- 
tions, he says, are due to his concentra- 
tion on salary savings. About 90 per- 
cent of his business is written on that 
plan. 


Miss Swann’s Excellent Work 


Miss Mary T. Swann of the Miner 
agency of New York City wrote 223 
cases with $460,570 volume. Miss 
Swann’s business is about 95 percent 
salary savings. She recalls what the ex- 
ecutive vice-president of one of the large 
banks told her one time, saying “All 
banks perform the same function. The 
only difference is personal service and 
that is what we encourage our employes 
to give.” Miss Swann’s success is based 
largely on personal service. 

J. H. Houston of the Portland, Ore., 
agency had 201 cases with $480,668 vol- 
ume. He writes a large number of sal- 
ary savings cases and uses the tools 
that his company furnishes to good use. 

C. L. Hansen of Mitchell, S. D., wrote 
171 cases with $412,807 in volume. 


Sees Plenty of People 


Louis Rosenstein of the Letcher 
agency at Brooklyn wrote 169 cases for 
$203,047. He declares that he is never 
at a loss for people or prospects to call 
on and he attributes his success to the 
fact that he is always ready to serve his 
clients. He makes it a point to see 
people. 

E. A. Schaub of Grosse Point, a De- 
troit suburb, determined to be a con- 
secutive weekly producer and that, he 
thinks, contributed very largely to his 
ability to get applications. He has 
always planned to get a large number 
of short, snappy interviews. He has been 
influenced by the slogan, “The more tell 
’ems, the more sell ’ems.” 

Milton Rutstein of the Gotschall 
agency at Chicago wrote 155 cases with 
$308,430. His entire method of work is 
cold canvass with a standard approach 
and sales talk. A cold canvass he finds 
means a large number of calls in order 
that the law of average may work. If 
he deals with the masses, he says he 
should live with the classes. In using 
the cold canvass method he said that he 
produces from 150 to 350 cases a year. 

Martin J. Beckers of Sioux Falls, S. 
D., wrote 155 cases with $201,791. He 
is a believer in securing the application 
because in that case the volume will take 
care of itself. This is particularly wise 
he finds for a young man trying to build 
a clientele. 

A. Lloyd Spooner, unit manager in the 
Des Moines agency, does his business 
entirely in small communities among 
farmers. The agricultural counties over 
which he has charge contain no cities 
at all. He wrote 146 cases with $358,- 
374 volume. His applications come from 
joint work with agents. In fact, more 
than 90 percent of his business is writ- 
ten in this cooperative way. 

A. D. Hemphill of Hays, Kan., says 
that the agent who gets the business is 
the one who is at the right place at the 
right time. He wrote 142 applications 
for $269,916. 


Former Association Chief Dies 


W. L. Reid of Ottawa, formerly man- 
ager of the Ottawa office of the Sun 
Life, died at Lancaster, Ont., at the age 
of 57. He was at one time president 
of the Life Underwriters Association of 
Canada. 











Companies’ Interest Cut on 
New City Loans Significay, 





NEW YORK, CHICAGO ACTIQ, 





Drop to 42 Percent on Choicer Prop. 
erties Made by Northwestern 
Mutual, Bankers of Iowa 





Action by several companies in Ioy. 
ering the interest rate on urban mor. 
gage money for building and refinay. 
ing homes is a significant trend in cop. 
pany policy. It is due to a number ¢ 
factors, one being the competition ¢j 
government lending agencies, especially 
the Federal Housing Administratio, 
since the making of new loans by th 
HOLLC virtually has ceased. 

Another factor of course is the larg 
amount of cash held by life companie 
and the difficulty of investing at a. 
quate yield. The companies are being 
driven from the field of government ¢. 
curity by low return and from the fiel/ 
of first farm mortgages by the federa| 
land banks and other government lend. 
ing agencies. It is also true that for 
some time interest of company financial 
men in urban loans has been increasing, 
so the act of reducing interest charg 
may be taken as a bid for this business, 


Another Enters Field 


The Northwestern Mutual, it was an- 
nounced a week ago, has offered 4% 
percent loans in Evanston, IIl., and the 
north shore section along Lake Mict- 
igan adjacent to Chicago. The Bankers 
Life of Des Moines this week announced 
similar action applicable to western Chi- 
cago suburbs, the loans being made 
available through Dovenmuehle, Inc, 
sole loan correspondent in that area. 
This is an extension of a similar rate 
made available recently in Evanston and 
north shore towns by the Bankers Life. 

Another company, it is reliably re- 
ported, recently made available 4 per- 
cent city mortgage loans in New York 
City. 

George Dovenmuehle, vice-president 
of the Chicago loan agency, stated the 
44 percent loans will be made for ma- 
turities ranging from five to 15 years, 
buyers being given the option of making 
quarterly or semi-annual amortized 
loans. 

The loans will be made for not ex- 
ceeding 50 percent of total appraised 
value of land and buildings combined. 
The low rate loans, he said, will apply 
only to choicer residential and business 
property in cases where financial status 
of the owner is beyond question. 

“The lowering of interest rates has 
proved a great stimulus to mortgage 
borrowing,” Mr. Dovenmuehle  saié. 
“Our own business showed an increast 
of more than 1,100 percent in February 
over the same month last year. Many 
new homes are being built today in the 
suburbs to the north, south and west 
and many persons are starting to make 
mortgage loans to provide capital for 
expansion of their business.” 


40-40-40-40 Plan 

The Central Life of Iowa is in the 
midst of a 40-day production drive cele- 
brating its 40th anniversary. Nearly 
$400,000 was produced on Feb. 18, which 
was the anniversary day and the open 
ing gun of the campaign. The drive 
ends March 28. The 40-40-40-40 plan 
embodies 40 calls a week, 40 hours 4 
week for 40 days celebrating 40 yeas 
of service. 


Special Session in Indiana — 

A special session of the Indiana legis: 
lature has been called by Governor 
Nutt to convene April 5. It is pep 
that its proceedings will be confine : 
the passage of legislation necessary © 
get in line with the national social A 
curity legislation. It is not likely he 
any measures affecting insurance Ww! 
considered. 
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Kentucky Home Mutual in 
Fine Progress During Year 





REGENSTEIN MAKES REPORT 
President Gives Picture of Growth 
Since Mutualization at 
Agents’ Convention 





Forty-three agents attended the two- 
day convention held by the Kentucky 
Home Mutual Life of Louisville, the 
first since its mutualization. President 
Ellsworth Regenstein reported rapid 
gain in business and over $47,000,000 in- 
surance in force, and gave other details 
of operation. , 

President Regenstein reported assets 
were $14,491,692, cash $227,545, policy 
loans $2,512,759, policy liens $5,789,998. 
The home office building was carried at 
$2,250,000 and all other real estate at 
$1,980,277. He stated U. S. government 
ponds totaled $440,449, railroad, indus- 
trial and municipal bonds $179,743, or 
total bonds $620,192; stocks $749,506, 
frst mortgage loans $85,607, collateral 
loans $56,660, net premiums uncollected 
and deferred $170,186. 


Figures From Report 


Contingency reserve was $352,200, un- 
assigned funds $357,483, surplus to pol- 
icyholders $709,683. Policy reserve was 
$13,471,970, claims awaiting proof or un- 
reported $79,583, reserve for coupons or 
policyholders’ dividends $23,947, premi- 
ums and interest, paid in advance $94,- 
096, reserve for account not due $45,000, 
accounts and commissions due $28,692 
and taxes accrued but not due $38,719. 

This company, which was incorpo- 
rated in Kentucky as a stock company 
July 19, 1932, with fully paid-in cap- 
ital $500,000.00 and fully paid-in surplus 
$500,000.00, Aug. 8, 1932, reinsured the 
Inter-Southern Life. It operated as a 
stock company until March 16, 1935, 
when capital stock was retired and the 
company was mutualized with unani- 


s mous consent of policyholders. 


President Regenstein Reports 


Every provision of the reinsurance 
agreement has been complied with, 
President Regenstein reported. In 1935, 
$819,362.13 in death claims was paid, 
making a total of $3,487,393.13 death 
claims paid since organization. There 
was paid to living policyholders $107,940, 
a total of $512,869 since organization. 
All other valid obligations have been 
promptly met. Market value of assets 
was greatly enhanced, especially the 
teal estate and bond accounts. Income 
ftom real estate greatly improved. Inter- 
tst earning on assets as a whole was 
507 percent, giving a good margin over 
the average reserve requirement of 3.75 
percent, 

There was $9,684 gain in unassigned 
surplus notwithstanding that in 1935 
capital stock was purchased and retired. 
There was liquidated $37,987 of non-re- 
curring obligations. 

€ agency force was reorganized and 
greatly increased, new applications writ- 
ten amounting to $1,085,796. A plan was 
adopted whereby holders of reinsured 
Inter-Southern policies were given the 
opportunity to have their policies rewrit- 
fen on new mutual forms, in most cases 
this being an advantage. During the 
year about $5,000,000 was thus rewrit- 
ttn. Reinstatements of lapsed policies 
amounted to $1,831,770. 

Perfection of mutualization plans and 
tevision of rates, forms and methods of 
fparation required nearly half the year, 
ittle attention being given to agency 
bee until the last half. Then, however, 
pe of new policies and reinstate- 
ren of lapsed policies kept volume in 

tce almost intact for the entire year. 
by greatly increased agency organiza- 
lished promidence in the future estab- 
nies resident Regenstein said, it 
: S assured there will be an increase 

usiness in force this year. 
eee Federal Judge Charles I. 
Wson, now chairman of the board and 











Swanson Agency Observes 


Fifth Year at Gathering 











Starting from scratch five years ago 
the H. G. Swanson general agency of 
the New England Mutual in Chicago 
has written $17,000,000 of business and 
forged to eighth place countrywide in 
annual production and 35th place in in- 
surance in force, C. F. Collins, assistant 
superintendent of agencies, reported at 
the annual dinner meeting of the agency 
this week. About 80 percent of the 
business written is in force. In two of 
the five years Mr. Swanson exceeded 
his quota and the average is 95 percent 
of quota. Mr. Collins considered this an 
outstanding record. He read a tele- 
gram of contgratulation from President 
G. W. Smith. 

F. J. Lodge, agent, presented 23 ap- 
plications for $201,000 in behalf of the 
staff. Bruce Corzine, agency leader, pre- 
sented an engrossed plaque signed by 
all the agents. Mr. Swanson responded, 
saying the next five years will be a per- 
sonal producer’s harvest. 


General Agent Conrey Talks 


Kenneth Conrey, general agent Penn 
Mutual at Grand Rapids, formerly asso- 
ciated with Mr. Swanson when he was 
supervisor for the Patterson agency of 
the Penn Mutual in Chicago, made the 
same prediction. He gave a short talk 
on methods that should be used, saying 
the average man buys life insurance for 
only two reasons, selfishly, to take care 
of himself when he has to quit work 
or wants to do so; and family protec- 
tion, to know his family will have the 
necessities and perhaps even the luxuries 
of life. Prospects are interested only in 
what is life insurance, what it will do 
and how much it costs. 

He stressed income feature, saying it 
will develop more and larger policies, 
and advised talking in terms of income 
for it is something people understand. 
He said much better success will be 
attained by most agents if they will 
develop quickly in an interview the 
prospect’s needs and then point out it 
is the man’s problem, and unless he does 
something about it while the agent is 
there he will still have the problem. 


Inspection Man in Address 


J. P. McDowell, manager Retail 
Credit Company, Chicago, stressed high- 
lights of inspection work. The aviation 
risk is watched closely, he said, not 
necessarily because it is so much more 
hazardous on the whole, but because fa- 
talities in air accidents seem to involve 
large life policies. Mr. McDowell noted 
an innovation of his company in which 
applicants for life insurance are inter- 
viewed with consent of the company. 








general counsel, gave an address and 
J. B. Williams, secretary-treasurer, 
spoke on the company’s financial status. 
Conservation of business was the sub- 
ject the first afternoon, representatives 
of the Otis Hann Co., Chicago, giving 
their views. Topics discussed were, the 
reinsurance agreement, rewriting of poli- 
cies, increase or decrease of insurance in 
force on individual policyholders, coupon 
values in rewriting, settlements, value of 
policyholders in securing new business. 


Discussion of Conservation 


Conservation discussions were re- 
sumed the second day, agents being 
asked for their views. Topics discussed 
were: Selling the company to the pros- 
pect, meeting competition on rates, pol- 
icy forms and net cost, and miscellane- 
ous sales problems. 

A dinner was held the first night, fol- 
lowed by a theater party: and another 
dinner the second evening. 

The afternoon of the second day was 
spent in visiting various home office de- 
partments. 


John H. Ruckel, 77, head of the Ruckel 
Insurance Agency at Springfield, Ill., and 
for 35 years agent for the New England 
Mutual Life, died March 2. 














$193,955, 746.00 


More insurance in force 
than ever before—a gain 
of $ 18,272,749.00 in 1935. 


70,000— 


More policyholders than 


ever before. 


Opportunity- 
More opportunity for 
service in 1936. 
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CHICAGO, ILLINOIS 
Affiliated with 
CONTINENTAL CASUALTY COMPANY 
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Change in the Setup 
of Teachers Company 





NEW FEATURES ANNOUNCED 





Relationship with the Carnegie Corpo- 
ration Is Changed to Give a 
More Autonomous Position 





The Teachers Insurance & Annuity of 
New York City is making new arrange- 
ments with the Carnegie Corporation. 
Last year the trustees of the company 
decided that it should secure an autono- 
mous position for itself, first, by seeking 
from the Carnegie Corporation a grant 
to capitalize or endow the current sub- 
vention for operating expense, next, 
seek from the corporation an agreement 
to release its ownership of the stock of 
the Teachers and thirdly, revise its 
premium schedules for new policies so 
that additional income will be available 
when and as needed to meet the expense 
of servicing these policies. 


Will Get An Endowment Grant 


The Teachers will receive from the 
Carnegie Corporation an endowment 
grant of $6,700,000, having already re- 
ceived the first instalment of $2,700,000. 
This grant was made without imposing 
any restriction on the Teachers’ free- 
dom to apply the money, principal and 
income to any of the corporate needs 
and replaces the prior understanding, 
which was noncontractual in nature and 
in some ways indefinite. The Carnegie 
Corporation has agreed to release its 
stock ownership. Inasmuch as there are 
legal and other questions coming up, the 
execution of this part of the agreement 
is for the time being deferred. A charge 
sufficient to cover the expense of serv- 
icing new policies has been introduced 
in the premium to apply on policies 
hereafter written. No change is made 
with respect to premiums on any pol- 
icy in force prior to Jan. 1, 1936. The 
service charge will amount to 4 percent 
of the premiums collected under annuity 
contracts and with respect to most life 
policies it will amount to a rate of $1 
on each $1,000 of life insurance and 5 
percent of the premium collected. 

The trustees decided to hereafter use 
the American men ultimate table which 
allows greater liberality for the earlier 
ages. The mortality table hitherto used 
in calculating annuity benefits has been 
modified for new contracts by reducing 
the table one year, that is, a man who 
contracts for an annuity at 40 years of 
age will be treated as if his age were 
39. The legal interest rate has been 
reduced from 3% to 3 percent. Last 
year the Teachers increased the dividend 
scale that had been used during the last 
two years and will continue it this year. 

While in the general insurance world a 
decline in volume of life insurance issued 
became noticeable during 1930, the same 
tendency did not appear with the Teach- 
ers until 1932 and then it became very 
marked. The new life insurance last 


Chicagoans Led 
the Procession 


of Equitable 


It is significant that the five leaders 
in volume last year of the Equitable 
Life of New York are Chicago men. 
Three of these are connected with the 
Lustgarten agency. The leader, John 
Morrell, had 104 cases and $3,120,204 in 
volume. He is a Lustgarten man. Louis 
Behr of the Lustgarten agency is second 
with 82 cases covering $1,610,159. Harry 
T. Wright of the Woody agency in Chi- 
cago had 146 cases with $1,526,969 in 
volume. Harry Steiner of the Lustgar- 
ten agency had 60 cases covering $1,- 
181,143. J. E. McNamara of the Court- 
ney Barber agency wrote 56 cases with 
$1,004,347 volume. 


Other Cities Given a Chance 





There the Chicago ranks close, the 
next leader being Isidor Artsis of the 
Karsch agency of New York City with 
63 cases and $944,250 insurance. E. F. 
Bailey of the Murphy agency in Phil- 
adelphia had 48 cases with $922,683 vol- 
ume. The famous Vash Young of the 
Miner agency of New York City had 
42 cases with $910,853 in volume. Paul 
B. Banks, another man in the Murphy 
agency at Philadelphia, had 36 cases 
with $890,964 volume. Hyman Gordon 
of the Bleetstein agency had 50 cases 
with a volume of $881,848. 

Last year was the 12th consecutive 
year in which Mr. Wright has qualified 
for the million dollar round table of the 
National Association of Life Underwrit- 
ers, he now being its president. During 
these years he averaged 121 paid cases 
annually. 

Mr. Morrell has paid for more than 
$1,000,000 of insurance annually for 10 
consecutive years and in five of these he 
passed the $2,000,000 mark. 











year amounted to $3,377,090 as com- 
pared with $2,745,377 in 1933 and $6,- 
671,442 in 1931. Its assets are $57,943,- 
905 of which $52,811,416 are bonds, $1,- 
121,734 cash. The capital is $500,000 
and free surplus $2,487,297. The busi- 
ness comes from teachers of a large 
number of regular colleges, junior col- 
leges and private secondary schools. 

On the board of trustees, among 
others are S. S. Hall, retired associate 
actuary of the Mutual Life of New 
York; Robert Henderson, vice-president 
and actuary of the Equitable Life of 
New York, and H. L. Rietz, head of the 
department of mathematics, Iowa State 
University. 


Beha and Hotchkiss Named 


NEW YORK, March 5.—Appoint- 
ment by Governor Lehman of J. A. 
Beha and W. H. Hotchkiss as members 
of the insurance board of the New York 








Agency Executive and 
Also Well-Known Poet 














JAY G. 


SIGMUND 


Jay G. Sigmund, vice-president of the 
Cedar Rapids Life and head of its pro- 
duction department, is not only a suc- 
cessful business man but he has fine 
literary ability. He is the author of a 
number of verses which have been pub- 
lished in book form. Throughout Iowa 
and, in fact, in all sections of the north 
there has been much snow and cold 
weather. Recently Mr. Sigmund jotted 
down some verses entitled, ‘‘Kingdoms 
for Horses.” The lines run as follows: 
They come into their own again; this 
year 
The drifts are choking all 
trails 

And each day on the blue there may 
appear 

A blizzard craft which moves on ragged 
sails 


the flinty 


To herald more of snow; beside the 
sheds 

The cattle hunch and chew the fodder 
stalks 


And old horse friends go dragging cast- 
off sleds— 
A horseless man is prisoned or he walks. 


The rubber-footed chariots are stalled 

Within the gloom; how silent do they 
seem— 

impotent and 
walled 

The roads with snow; how proudly now 
a team 

Goes down these whitened wastes; this 
harness leather 

Seems like a life belt, thrown in ship- 
wreck-weather. 


lifeless and how 








insurance department, has been con- 
firmed by the state senate. Both are 
former insurance superintendents. Mr. 
Beha is general manager of the National 
Bureau of Casualty & Surety Under- 
writers, and Mr. Hotchkiss is an attor- 
ney, specializing in insurance law. 








FIGURES FROM DECEMBER 31, 1935 STATEMENTS 





Total Change in Policyholders New Bus. Ins.in Force Change Prem. Total Benefits Total 
— aan gd Surplus*? 1935 Dec, 31,1935 In Force 1935 Income Paid Disb. 
American Life, Ala...... 832,966 +15,051 432,404 5,570,129 10,273,755 +41,242,608 214,258 26,846 67,247 an 363 
Amer. Life & Acci., Ky. 736,685 + 36,661 152,652 22,607,619 18,794,875 + 2,961,582 878,676 914,572 248,206 869,227 
Amer. Life & Acci., Mo. 119,592 —18,533 7,303 3,317,440 3,249,836 —255,520 110,932 117,787 56,683 136,922 
Capitol Life, Colo....... 10,982,639 +51,818 1,267,648 8,759,796 53,191,788 —4,172,272 1,463,651 2,268,497 1,418,347 2,182,173 
Country Life, Tll........ 4,228,177 +1,177,269 770,653 18,519,863 80,009,302 +13,979,304 1,518,896 1,713,357 353,161 931,700 
Equitable Reserve, Wis.. 8,554,219 + 138,905 412,385¢ 3,252,425 35,517,131 —641,013 880,142 1,318,425 771,957 i, 102,098 
Fmrs. & Traders L.,N.Y. 6,942,597 + 478,663 731,597 5,529,507 36,725,610 +1,878,872 973,395 1,339,084 452,570 "871,187 
Inter. Travelers, Tex.... 277,111 + 20,365 120,876 940,225 2,305,213 + 212,856 59,574 184,884 15,325 164,931 
Knights Life, Pa........ 5,068,055 + 323,558 662,698 22,725,973 55,355,424 +3,732,257 1,368,104 1,613,202 608,111 1 278,065 
Nat’l Progressive Life.. 30,438 +1,092 2,479 164,409 547,489 + 127,965 12,873 16,248 4,517 , 18,099 
North Amer. Reas., N, Y. 14,786,435 + 990,807 2,174,253 15,312,800 129,698,900 —7,448,800 2,442,349 3,169,379 1,848,011 2,252,033 
Reliance Life .......... 91,871,761 + 6,198,261 4,580,170 48,349,716 409,568,300 +9,507,033 15,177,579 20,676,211 9,083,348 14,370,615 
Scranton Life .......... 9,093,767 + 20,091 543,253 3,310,053 33,656,549 —721,292 969,434 1,525,459 1,009,202 1,456,736 
Southern Life, Ga....... es.  \ eseee.. .. aeeate 365,500 OS aa ee 6,871 it Meee 18,758 
Teachers Ins. & An., N.Y. 57,943,905 +411,270,201 2,987,297 3,397,090 50,536,067 +1,987,422 6,623,122 13,088,623 1,260,147 2,062,679 
United Benefit, Neb..... 5,741,941 + 2,874,133 550,000 28,677,299 81,884,000 +21,643,486 1,115,923 4,229,670 350,938 1,526,354 
TNOE, Fi. scvccccsceens 421,878 +12,381 238,378 8,468,240 5,323,623 —258,405 566,358 587,337 179,932 555,938 
United Life, Kan....... 894,142 + 56,623 319,861 1,177,596 8,812,714 + 69,754 197,472 280,132 82,783 241,346 
United L. & Acci., N. H. 8,432,744 + 414,341 660,955 4,264,662 39,492,809 —91,754 1,330,059 1,802,428 906,310 1,371,324 
West Coast Life, Cal.... 21,635,273 +498,636 1,215,403 17,254,982 113,019,180 +716,572 3,904,669 5,222,486 3,063,272 4,666,335 


*Includes revivals and increases, ordinary and group, 
**Includes capital. 


{Security fluctuation 


reserve $337,577. 








May Exempt Life Compania 
from New Taxation Progran 








GET SPECIAL CONSIDERATIQy 





Committee Head Favors Special Trex, 
ment Because of Reserve 
Requirements 





WASHINGTON, March 4.—Life jp. 
surance companies and banks are ¢. 
pected to be exempted from Presiden 
Roosevelt's program for imposition of 
taxes on the undistributed profits of ¢o;. 
porations, designed to take the place of 
the present corporation income tax, the 
excess profits tax and the levy on cap. 
ital stock. 

The question of exemptions was not 
taken up at the initial meeting today of 
the subcommittee placed in charge of 
he legislation yesterday by Representa. 
tive Doughton of North Carolina, chair. 
man of the House ways and means 
committee, but Representative Hill of 
Washington, chairman of the group, ex. 
pressed the opinion that life companies, 
required by law to maintain generous 
reserves, would be given special consid. 
eration. 

Would Add 620 Million 


The President’s program, designed to 
finance the new farm policy and imme 
diate payment of the soldier’s bonus, 
called for imposition of a corporation 
undistributed profits tax expected to ru 
from 26 to 46 percent, from which ap- 
proximately $1,600,000,000 would be de- 
rived, while the repeal of the other 
levies would entail a loss of slightly less 
than $1,000,000,000 dollars, providing a 
net new revenue of some $620,000,000 
a year. 


J. P. Devine, Union Central 
Home Office Manager, Dies 





Joseph P. Devine, manager of the 
home office agency of the Union Cen- 
tral Life, Cincinnati, died Wednesday 
at Santa Rosa hospital in San Antonio, 
Tex. He had been ill in the hospital 
five or six weeks. He became man: 
ager of the Cincinnati agency Jan, |, 
1930 and in the six years following the 
production of his agency made a phe- 
nomenal increase. 

There are few leaders in the agency 
field possessing to the same degree his 
power to motivate and inspire. He lit 
erally lived for the success of his ass0- 
ciates. Many agents whose previous 
production had been $100,000 or less per 
year increased their production to $500; 
000, $750,000 or $1,000,000 a year. He 
leaves a wife and three children. Burial 
will probably be in Texas, where he 
achieved his first great success as gen 
eral agent in San Antonio of the Union 
Central. He took charge of the Sat 
Antonio agency in 1917. 


W. F. White to Speak 


NEW YORK, March 5.—The last 
lecture in the educational series spon 
sored by the New York Accident 
Health Club will be on March 9. f 
F. White, president of the club all 
manager accident and health departmet 
Globe Indemnity, will speak. There Ww! 
be sales demonstrations by compat 
representatives and a safety film wit! 
sound entitled “Remember Jimmy 
sponsored by the Fireman’s Fund /* 
demnity. 


Gelinek Is General Agent 


Fred M. Gelinek has been _appointel 
general agent in Minneapolis iP 
Central Life of Illinois. He has oer 
connected with the Mutual Life of e 
York in Minneapolis for a number 
years, first as agent then supervisor. Hi 
is prominent in Masonic circles. | 
headquarters are in 522 Roanoke but 
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Fraluating Moral Hazard Is 
Important in Underwriting 


RELY ON AGENTS’ SELECTION 


Charles Helle Describes Factors in 
Judging Risks at Meeting of Cin- 
cinnati Actuarial Club 





Underwriting from the standpoint of 
in evaluation of the moral and insurance 
hazards affecting life insurance was dis- 
ussed by Charles Helle, supervisor of 
applications, Union Central Life, before 
the Cincinnati Actuarial Club. He briefly 
discussed the historical development of 
the feeling in the home office that there 
was a need for selection of risks for rea- 
sons other than physical health. 

Underwriting departments of the 
companies rely heavily on the selection 
made in the field by the agents, he 
sated, and modern underwriting should 
take into account the important effect 
of agency development insofar as it af- 
fects the mortality average. 


Inspection Report 


The underwriter’s chief tool in de- 
termining insurable interest and safe- 
guarding speculation is the inspection 
report. There should be some relation 
between income and insurance coverage. 
There is no standard selection for moral 
hazard cases, Mr. Helle declared, and it 
is the in-between or borderline cases 
that perplex the underwriter. An ex- 
haustive investigation should be made 
before action is taken. Mortality of 
various occupational groups has been de- 
termined quite exactly. No occupation 
can be rated unless all information and 
facts inherent in the job are outlined. 
Rating should be based upon or sup- 
ported by statistical or research inves- 
tigation. 


Occupational Hazard 


Occupational hazard may be a health 


or environmental hazard as well as an 


accident hazard. It may be interrelated 
with physical impairments. The under- 
witer must thoroughly understand the 
general underwriting policy of the com- 
pany and must have some knowledge 
of medical impairments and know 
something about actuarial science as it 
pertains to the mortality table. He must 
be broadminded and fair, keeping up 
with current trends in the standards of 
selection, considering the problem of the 
field man and at the same time protect- 
ing the interest of the company, 

R. P. Edwards, manager ordinary is- 
sue department Western & Southern 
Life, emphasized the importance of the 
selection and initial training of the agent 
in the field, showing how these bear 
upon the business he will write. 


Oklahoma Laws at $10 Per 
Copy Are Not “Official” 


The following communication has 
been received from Commissioner Read 
of Oklahoma : 

Please state through your columns 
that I as insurance commissioner of 
Oklahoma and as one of the three mem- 
‘ts of the state insurance board of 
Oklahoma disclaim any responsibilty for 
letter given by an official of the 
-— Msurance board to a local publish- 
of company authorizing it to print and 
th et for sale at a price of $10 per copy 
js iMsurance laws of Oklahoma. | It is 
stbeuderstanding that a letter soliciting 
Hoscriptions for one or more copies of 

© above insurance code of the state of 
an oma has gone out to the insur- 

€ attorneys, insurance departments, 


a ; 
try» surance companies of the coun- 








Sidney F . 
Fidelite woe2@k, 53, underwriter for the 
pest ay Mutual Life at Detroit for the 
years, died last week. 











“Not a Social Hall,” Says 
Boston Agency in Notice 





In the New England Mutual 
Life office of Moore & Summers 
in Boston appears this notice, 
“This is a business office, not a 
social hall. Visiting hours for 
agents: 6:00 a. m. to 8:00 a. m.” 








Moody Is Pneumonia Victim 





Prominent Insurance, Business, and 
Financial Executive of Texas Dies 
At the Age of 40 





_ Death at the age of 40 ended the des- 

tined responsibility of Shearn Moody to 
carry on for the third generation the 
many and potent insurance, business, 
and financial enterprises of the Moody 
family of Galveston, Texas. He con- 
tracted pneumonia while on a business 
trip to New York and Chicago and died 
in Galveston after a short illness. The 
flags of Galveston were held at half-mast 
from the time of his death until after the 
funeral. 

To insurance people he was known as 
vice-president of the American National, 
the largest life company in Texas, as 
president of the Texas National Fire and 
Security National Fire, and as a partner 
in the general agency of Moody, Webb 
& Co. Through active participation in 
the other units of the Moody operations, 
he was important in banking, cotton, 
professional baseball, hotels, real estate, 
newspaper publishing and printing. He 
had been entrusted by his father, W. L. 
Moody, Jr., who is president of the 
American National, with most of the re- 
sponsibility for continuing the manage- 
ment of the family properties, which 
have multiplied since the time that the 
late Col. W. L. Moody established a for- 
tune in cotton in Galveston after the 
Civil War. 


War Service Recalled 


Shearn Moody entered business after 
the war during which he served in both 
the army and navy. It was under his 
direction that the National Hotel Com- 
pany became one of the largest operat- 
ors of hotels in the country, having units 
in most of the leading cities of Texas 
and other southern and southwestern 
states. He was a partner in the bank- 
ing firm of W. L. Moody & Company of 
Galveston, a private institution but one 
of the strongest banks in Texas. 

He was vice-president of the Ameri- 
can Printing Company, president of the 


Galveston Baseball Association, vice- 
president American National Realty 
Company, Seaboard Realty Company, 


Galveston Cotton Compress & Ware- 
house Co., Galveston Ice Cream Co., W. 
L. Moody Cotton Co., Galveston Beach 
Association and Tex Steam Laundry. 
He was a director of the News Publish- 
ing Co., publishers of the Galveston 
“News” and Galveston “Tribune.” 

He was educated at Culver Military 
Academy, Lawrenceville Academy and 
Evans School in Arizona. 

Shearn Moody is survived by a 
brother, W. L. Moody III, and two sis- 
ters, Mrs. Clark W. Thompson and Mrs. 
E. C. Northern. 


Bankers Life Educational Plan 


A new and unique method of adult 
education is being tested by the Bank- 
ers Life of Des Moines. Twice weekly 
for the past month from 60 to 80 home 
office employes have remained after clos- 
ing hours in the evening to hear lec- 
tures on social, political and economic 
subjects given by widely known authori- 
ties from this country and abroad. The 
plan was originally conceived by J. W. 
Studebaker, Des Moines superintendent 
of schools, and has proved a great suc- 
cess. The plan is an extension of pub- 
lic forum sessions which were begun 
in the city about three years ago. 
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Provident Mutual presents the fourth 
of the new series of national maga- 
zine advertisements appearing in the 
Saturday Evening Post, Literary Di- 
gest, Popular Science and the New 
York Times Sunday Magazine. 
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Results Come from Work 








PHILADELPHIA, March 5.—To 
the man who will set his objective and 
then work hard to reach that goal, re- 
taining meanwhile his perspective, life 
insurance offers an unlimited field with 
the remuneration set by the agent him- 
self. So Harry Roye, district manager 
of the Equitable Life of Iowa at Cam- 
den, N. J., told the Philadelphia Life 
agents. Mr. Roye’s entire agency force 
attended the luncheon. 

Mr. Roye said when he thought of 
the terrific manpower turnover in the 
life business, he wondered who was 
wrong—the general agent or the busi- 
ness. Life insurance gives agents the 
opportunity to live healthy, useful and 
happy lives—of living today and _liv- 
ing for tomorrow. 

He declared that life insurance enjoys 
great public favor. That although in 





1934, $100,000,000,000 of life insurance 
was in force, “not ten percent of the in- 
come of the wage earner has been in- 
vested in life insurance. Less than 5 
percent of the American wage earner’s 
income goes into life insurance today 
yet 87 percent of the income from 
estates comes from life insurance.” 
The life insurance field is unlimited. 
It has not reached the saturation point. 
Young men are still getting jobs, get- 
ting married and receiving increases in 


salary. The field, instead, is getting 
bigger. Life insurance is not going out 
of style. 


Life insurance, he declared, offered 
permanent employment. It is one busi- 
ness where “you never have to look for 
another job if you take care and look 
for the guideposts and signposts.” 

He pointed out that the $4,000,000,000 





*We are interested in 
discussing with those 
who can qualify, our 
liberal agent's contracts 
and unique sales plans. 


HOME OFFICE: 





GREAT SOUTHERN AGENTS HAVE" 


°° Non-forfeitable 
direct with Company and liberal first 
year commissions. 


* * New rate book—Family Protection— 
Economic Protection—Children's poli- 
cies, with complete line of all regular 
policies. 


** Sales Plans—Direct Mail, visual pres- 
entations and individual proposals. 


** Home Office training and supervision 
—Field Schools and selling assistance. 


** Agent's Time Control plans and per- 
sonal budget records. 


THE COMPANY HAS 


** Financial strength—over $43,000,000 
of assets, 27 years of service, surplus 
protection 
$4,000,000, and over $227,000,000 of 
insurance in force. 


°° An enviable record of prompt pay- 
ment of claims. 


* * Experienced life insurance men direct- 
ing the Company's activity. 


GREAT SOUTHERN 


LIFE INSURANCE COMPANY 


E. P. Greenwood, President 
HOUSTON, TEXAS 


renewal contracts 


to policyholders over 


work relief funds had created consider- 
able talk and yet “in 1934 life insurance 
paid to living policyholders more than 
$3,000,000,000.” 

Asserting that life insurance offered 
the best paid remuneration, Mr. Roye 
added “if you can get one man a week 
to save $5 a week in life insurance, you 
will automatically earn $5,000 a year.” 
At the end of 10 years, counting renew- 
als, it will amount to $8,000 a year. 
“And, if you show an increase of 15 
percent a year, which is not so awfully 
big or impossible, at the end of ten 
years you will be earning $25,000 a 
year. In what other business can you 
set your income ten years in advance?” 

He gave some rules for success. They 
were: 

Make up your mind what you want— 
and have a long range program. 

Want what you desire. 

Idealize that desire—“Build it up into 
something worthwhile. It must be 
something that you can visualize.” 

Confident expectation—a strong con- 
fidence that one will succeed. 

Firm demand it must come through— 
“when you reach the point when you 
know that you know your stuff, you 
have the power to reach your goal.” 

Mr. Roye advised agents to “go back 
and find the things that brought you 
into the business. They are just as true 
today as they were then. If you are 
not being successful, is the fault the 
business or you? If it is the business, 
then get out of it. If it is you, then 
change yourself.” 


Southwest Michigan Muster 





Conference of Officers and Directors 
Held to Coordinate Local Activi- 
ties with State Program 





A conference of officers and directors 
of the Kalamazoo, Benton Harbor-St. 
Joseph and Grand Rapids Life Under- 
writers Associations, comprising the 
southwest zone, was held in Kalamazoo 
Friday with W. M. Eastcott, of Grand 
Rapids, vice-president of the state as- 
sociation, presiding. 

Plans were developed for coordinating 
local activities with the state program 
and for participation in the state conven- 
tion, to be held at Grand Rapids in May. 
The local presidents, W. Roy Bryant of 
Kalamazoo, R. R. Statz of Grand Rapids 
and W. F. Kilbourne of Benton Harbor- 
St. Joseph, took prominent part in the 
conference. 

Following the zone conference a din- 
ner and meeting of the Kalamazoo as- 
sociation was held attended by visiting 
officers and addressed by P. J. Crandall, 
state association president. Loree Har- 
vey was elected president of the Kala- 
mozoo association, succeeding W. Roy 
Bryant. 


Yetka Stresses Need of an 
Improved Code in Minnesota 


ST. PAUL, MINN., March 5.—Need 
of an improved insurance code in Min- 
nesota, including a revised agents’ quali- 
fication law, was stressed by Commis- 
sioner Yetka at a quarterly meeting of 
Insurance Exchange of St. Paul. Clyde 
Helm, secretary, Insurance Federation 
of Minnesota, mentioned need of a 
larger legislative appropriation for the 
state insurance department to make its 
work effective. He pledged the aid of 
the federation to get more funds at the 
next session. 





Present Trophy Cup 
S. T. Whatley, agency vice-president 
Aetna Life, will present the president’s 
national trophy for all-around excellence 
during 1935 to the Henry K. Schoch 
general agency of the company in De- 
troit at a luncheon for the agency force 
this week. The agency “went over the 
top” in both life and group sales in the 
two-month Whatley campaign just con- 











Department Shakeup inter 
Keystone State Outling 





WORK HAS BEEN SPEEDED yp 





Commissioner Hunt of Pennsylvay, 
Says Personnel Change Is 80 Percey, 
—Claims Many Betterments 





HARRISBURG, PA., March 5.—Th 
reorganization of the Pennsylvania & 
partment, which involved a change g 
about 80 percent in the personnel, w 
effected to eliminate laxity and to phe 
the department on_a_ sound busines 
basis, according to Commissioner Hunt, 

He asserted, as a result of the shake. 
up, the department is much better gy. 
ganized. 

The commissioner said he is hiring 
examiners who are experienced audito; 
or bank examiners. 


Ahead of Schedule 


In 1935, he said, the department com. 
pleted its examinations four weeks aheaj 
of schedule. 

In an examination of a mutual com. 
pany with $70,000 assets this year, he 
said, two new examiners uncovered ; 
situation that had existed undetected for 
years. 

“Fifteen minutes after they came in” 
Mr. Hunt said, “the vice-president con- 
fessed he had embezzled $9,000. He 
started his pilferings in 1929. This com: 
pany had undergone two examinations 
since that time and had received a clean 
bill of health each time.” 

On the first floor of the building was 
a bank, of which this company official 
was a vice-president. When they en- 
tered his office, he asked to be excused 
for a few minutes. They insisted, how- 
ever, that he take them downstairs im- 
mediately and let them examine the 
company’s securities. In the past, his 
scheme had worked. He had gone 
downstairs, secured securities from the 
bank, put them with the company’s and 
then received a clean bill. The exam- 
iners were supposed to check over the 
securities but they did not do so. 


Has More Employes 


“TI had 97 persons in the department 
when I went in,” he declared. “I now 
have 106. I increased the number with- 
out any additional cost by eliminating 
high salaried men and putting on good 
new men at lower salaries. 

“My appointments have not been po- 
litical in the sense that I had to take 
the men sent me. I have dismissed a 
number of Democrats. The organiza 
tion leaders have told me I can dismiss 
any one who does not meet require 
ments, and I intend to do so. 

“T reorganized the complaint depart 
ment 100 percent,” he declared. “In 
my first six months, before I had made 
any changes in that department, about 
1,200 complaints were received. Settle- 
ments, averaging $35 a complaint, were 
procured. In the second six months, 
the complaints dropped to 800, and the 
average settlement was $67.50. It 
showed the companies were settling the 
cases rather than having them come be- 
fore the department.” 


Issue Over Georgia Bond 


NEW YORK, March 5.—Unwillitg 
apparently to do anything which might 
still further complicate the involved P 
litical situation in Georgia, a number ° 
leading surety companies declined * 
write the $200,000 bond required ° 
Governor Talmadge’s newly appointel 
state treasurer, although assured that 
full collateral would be given, creating 
very unusual sitation. The bond bo 
finally issued by one of the smaller com 
panies, presumably with collateral 4 
posit. The larger companies are a 
ready on the bond of the two in 
officials who were recently ousted, a 
Treasurer Hamilton and Comptro a 
General and Insurance Commission 





cluded. 





W. B. Harrison. 
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SALES RECORDS SET 





ee 

Union Central—Applications the first 
three weeks of February were well over 
$10,000,000, an increase of 30 percent 
over 1935, despite the fact that annuities 
were counted at only one-half of what 
they were in 1935. 


General American Life—T. J. Far- 
ris, J. F. Halley and F. F, Sale, all of 
St. Louis, were the leading personal 
producers on paid life premiums in Jan- 
vary. The leading producers of acci- 
dent and health premiums were Fred 
Dumas, Fort Worth, Tex.; Gordon 
Tyler, Tulsa, Okla., and Carroll Thomas, 
Little Rock, Ark. 

Arkansas agency, Penn Mutual Life, 
from the period 1930-1935, shows the 
largest increase of any in Arkansas. 
The average production of new paid 
pusiness in 1935 by full time agents was 
$207,069. 

B, A. Wiedermann, Union Central Life, 
San Antonio, Tex., increase of 10 percent 
in paid business for January and Febru- 
ary. al 

F. C. Whatley general agency of the 
Aetna Life at San Francisco has been 
awarded the company’s 1935 Pacific re- 
gion President’s trophy which is awarded 
annually to the Aetna agency in the Pa- 
sific area showing the greatest increase 
in business, improvement in organization, 
quality of business and service to policy- 
holders. The agency also won the award 
in 1931. 

Broaddus Agency, Acacia Mutual, Chi- 
cago—Agents gave a going-away party 
to Manager L. S. Broaddus, who was to 
be gone for several days on a speaking 
tour, and in two days wrote 30 applica- 
tions for $70,000 which they presented on 
his return, 

Great Southern Life—The best busi- 
ness since 1929 was reported for the 
first 15 days of February. Advance state- 


ments show net gain in insurance in 
force and assets. Insurance in force is 
$227,000,000, a net gain of $2,000,000. 
Assets are $44,000,000, increase $1,500,000. 


A. M. Embry agency Equitable of New 
York, Kansas City.—Based on second 
year’s premiums paid, persistency record 
was 88.2 percent, the best ever made. 
The agency placed third in central de- 
partment in 1935 on volume of new busi- 
ness from new agents—more than 
$2,000,000. 

Lincoln National Life.—Two Des Moines 
agents among the first ten in volume of 
paid for business in January. Elmer 
Loucks and L. C. Thomas, also placed 
second in volume of retirement income 
business, and third in number of appli- 
cations, respectively. 

Baxter-Maddox general agency Con- 
necticut Mutual Life.—Led the southeast 
in business production Vice-president 
H. M. Holderness announced at a dinner 
tendered the agents. He presented a 
Silver loving cup to the agency as a 
token of the accomplishment. 

Texas agency, Capitol Life of Den- 
ver, was the leading agency of the com- 
pany for January, Sam Liberto, San An- 
tonio general agent, was the leader in 
personal production, and Frank H. Bush- 


ick,, Jr., of the Liberto agency com- 
pleted 25 weeks as an “app-a-week” 
member. 


A. J. Ballard, Minnesota Mutual Life, 
San Antonio, Tex., has a renewal record 
on business exposed in 1935 of more 
than 98 percent, the highest percentage 
in company. 

L. C. Witten, Massachusetts Mutual, 
Cincinnati—Total premiums January and 
February up 50 percent; life volume up 
65 percent; number of cases increased 2 
percent. Paid life business for the en- 
tire company is $1,000,000 ahead of last 
year. 








Insurance and Prosperity 


March Hand in Hand 


——__« 


BAY CITY, MICH., March 5.—In- 
surance men should strive in every way 
to impress the public with the close 
connection between insurance and the 
prosperity of the country, Commissioner 
Ketcham told a gathering of about 80 
Bay City and Saginaw agents. He 
pointed out that the huge investment of 
the public in insurance is the most co- 
gent proof of the fallacy of excessive 
concentration of wealth. Many millions 
of Americans, he said, have their stake 
in the insurance companies of the na- 
tion and these huge financial structures 
help to provide a strong basis for much 
of the nation’s business. He said that 
7 percent of the nation’s population 
owns or controls 215 billions of the 
tstimated 266 billions of the nation’s 
total wealth. 


Importance to Michigan 


He pointed out the importance of in- 
surance to Michigan alone, with $95,- 
000,000 in life payments received during 
1935 and with total premiums paid for 
all forms of protection amounting to an 
tstimated $186,000,000. He said there 
are approximately 2,500,000 life policies 
in force in the state representing a cov- 
rage more than twice the value of all 
real estate in Michigan. 


Pilot Life Tax Decision 

Distinction as to the period during 
which an insurer, which withdraws 
from the state, is liable for payment 
ot the premium tax, has been drawn 
by the Mississippi supreme court in 
Gully vs. Pilot Life. 

The premium tax of 214 percent, the 
court held, must be paid for the entire 
year for which the Pilot Life was li- 
tensed, although the company with- 
Tew from the state before the year had 
ended, However, there is no liability to 
Pay the tax after the end of the yearly 


Period which in the present case was 
Feb. 28° 1933. E 





Penn Mutual Life Revises 
Its Manual on Federal Tax 


The Penn Mutual Life is now issuing 
a new edition of its “Tax Manual,” 
which summarizes the federal revenue 
act of 1935, and illustrates its effect on 
life insurance, endowments, and annui- 
ties. The author is E. Paul Huttinger, 
agency secretary, who for many years 
has been its tax counsel. The contents 
include a survey of the income tax, gift 
tax, estate tax, effective date of revenue 
acts, rates, Table A, and Table B. The 
main body is given in the form of ques- 
tions and answers. This is amplified by 
calculations of tax under the 1935 and 
1936 schedules, and further by tables of 
tax rates applicable to gifts and tables 
for computing the federal estate tax 
under the acts of 1926 and 1935, together 
with two “present worth” tables. 

Virtually every question that the life 
man could need to ask is to be found 
in Mr. Huttinger’s manual, with 
answers in the clearest of clear lan- 
guage. 


Hits Nashville Concern 


The Toronto Better Business Bu- 
reau has drawn the attention of the 
public to an organization known as the 
American Union Life of Nashville, 
Tenn., which has been endeavoring to 
solicit business in Canada by way of 
newspaper advertisements. The con- 
cern is not licensed to transact business 
in Ontario and is therefore denied the 
privilege of advertising under the in- 
surance act. Steps are being taken to 
prohibit further advertising. 








Hertzman Loses Mother 


Alex and Irwin Hertzman, of Hertz- 
man & Hertzman, general agents State 
Mutual Life, Louisville, lost their 
mother, Mrs. Rachel Hertzman, 65. She 
man & Hertzman, general agents State 
was greatly honored some years ago 
as the Kentucky war mother who had 
the most sons in military service during 
the world war, of any mother in the 
state. 





Strength of Resources 
Features 1936 Report 
of Canada Life 


Canada Life assets were in- 
creased in 1935 by over 
$6,500,000 and the total as at 
December 31, 1935, exceeded 
$248,000,000. 


Total income from all sources 
during 1935 was over $42,- 
000,000. 


More than $26,000,000 was 
paid to policy owners, annuit- 
ants and beneficiaries in 1935, 
of which living policy owners 
and annuitants received over 
$19,000,000 apart from loans 
made to them. 


During the past six years, the 
Canada Life has paid to pol- 
icy owners, annuitants and 
beneficiaries over 158 million 
dollars. During the same 
period, the Company’s assets 
were increased by $75,360,- 


937: 


Annual premium ordinary in- 
surance in the United States, 
Canada and the British Isles in 
1935 exceeded the previous 
year by two and one-quarter 
millions. 


In line with its established 
policy, the Canada Life has 
included only interest actu- 
ally collected in 1935 in arriv- 





ing at its gross earned interest 
rate of 4.74% and its net rate 
(after deducting investment 
expenses) of 4.29%. 


In addition to rigid examina- 
tion by the Canadian Govern- 
ment, the Canada Life oper- 
ates under the strict insurance 
laws and supervision of the 
various States in which it is 
licensed to operate, including 
New York. 


In accordance with the laws 
of the various States, the Can- 
ada Life has on deposit with 
State authorities and with 
Trust Companies within the 
United States, for the protec- 
tion of American policy own- 
ers, United States assets in ex- 
cess of its policy reserves and 
other liabilities to them. 


Upwards of $50,000,000 is 
invested in the United States 
by the Canada Life. Several 
millions additional are in the 
form of policy loans to 
United States policy owners. 


These United States invest- 
ments are safeguarded by di- 
versification in the following 
types of United States securi- 
ties: 


Diversification of Ledger Assets: 





% of total 

ledger assets 

Cash, Government and Municipal Bonds. ..... 30.94 
eo) SP ree Pee 37.42 
| 8S OPC TOPCO CCE CTT OTT E 1.88 
Other Corporation Bonds.................++: 1.24 
GrMMNRIRCN SIGE oy ogo inc c seca cdndnccansned 8.88 
WIE oe vaca c aden Paved cadaacnscewans 5.24 
Se TA Ge OO a ee ere ce 12.15 
MET IIR cw arn's cs acaceee ves Kus a dnlaxcaawaves 2.25 
Marah ee a Sei oo a cha sc cckcncen aod 100.00 
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Portland Sales Congress 
Draws Large Attendance 





HAVE EXCELLENT PROGRAM 

Number of Stimulating Talks Were 

Given—President Schriver Was Given 
Cordial Welcome 





PORTLAND, ORE., March 5.— 
Fourth annual sales congress of the 
Portland Life Underwriters’ Association 
brought some 500 life men from the key 
cities of Oregon. Grant Taggart, Cow- 
ley, Wyo., California- Western States 
Life, gave an address on “Success in 
Life Underwriting.” Among the vari- 
ous points stressed was that the agent 
must strive to serve, to realize that 
there is still a place for all in the busi- 
ness; instill confidence in self, in the 
business and the company. 

Frederick Greenwood, manager of 
the Bank of California, gave the initial 
address “The Life Underwriter and the 
Bank in Cooperation” declaring that 
both had much in common being custo- 
dians of a trust, and protectors of char- 
acter, which he stated was composed of 
the Three C’s—Character, Capacity and 
Capital. He declared that each was a 
salesman and was obliged to break 
down sales resistance. He stated the 
insurance man should never discourage 
a life trust, and that the trust officer 
should likewise never discourage the 
carrying of adequate insurance. 


Schoeffel Gave a Talk 


George Schoeffel, of the Oregon Mu- 
tual Life, in his address on “Economic 
Security for the Agent” declared that 
W OR K made for the greatest secur- 
ity for both the present and future needs. 
He traced the business for the past 200 
years, and stressed its stability with 
comparisons to other lines of business. 

Mr. Schoeffel declared there must be 
real plans made by the successfu: agent, 
plus adequate knowledge, and he must 
carefully analyze results. It was also 
stressed that the salesman should have 
a bank account of such size behind him 
at all times, “that he would never feel 
the hot breath of the wolf at the back 
of his neck.” “Seek to solve the pros- 
pect’s problems and to have none of 
your own,” he added. 


Twiss Urged All to Work 


“Let’s Get to Work” was the admon- 
ition of C. H. Twiss, superintendent 
Metropolitan Life. He declared that 
proper thinking is the most important 
attribute of the successful agent, and 
warned against procrastination and es- 
pecially the terrible fear that stands 
ready to creep in. He predicted real 
results in 1936 for those who intelli- 
gently plan their work and then work 
the plan. 

During the luncheon, L. O. Schriver, 
president, National Association of Life 
Underwriters, was given a most cordial 
welcome. He delivered his address on 
“A Century of Progress.” He stressed 
the forgetfulness of self in the idea of 
real service of life insurance to fill so 
many human needs. 


Clinic Was Held 


Following the outline of “The Social 
Security Act in Relation to Life Insur- 
ance” by Seth B. Thompson, general 
agent in Portland for Penn Mutual Life, 
a clinic was held showing how the rep- 
resentatives could use the social security 
act to sell the prospect additional pro- 
tection for his needs. The demonstra- 
tion was well staged and brought out 
forcibly by Messrs Wallace Lee, Pru- 
dential; R. E. Mullen, Penn Mutual 
Life; Hugh Scully of Northwestern Mu- 
tual Life. 

“Rubber Heels and Juries” was the 
subject of an address by Frank Kenin of 
the Mutual Life of New York, in which 
he made an appeal for more direct sell- 


figures, and future values on various 
policies. 

G. B. Henselman, of the Aetna Life, 
Medford, Ore., stressed the fact that 
agents in many cases overlook doing 
their full duty in placing the insurance 
in his address on “Economic Security 
for the Family.” He pointed a realistic 
picture of the monthly income check in 
the home, so that the insurance dollars 
might perform their full duty. 

The outstanding address was that of 
C. J. Frisbie, general agent, New Eng- 
land Mutual Life, at Seattle. “It’s All 
in the Approach” was his subject. He 
advised the agent who wished to be a 
big success to always “Make the pros- 
pect think that they think and then they 
will love you, and when they do the 
purse strings are out.” His motto, 
“Frisbie Never Forgets,” he declared 
had closed for him many thousands of 
new business. He declared there are but 
three rules in the business, “See the 
People,” “See the People’ and “SEE 
THE PEOPLE” and success will be 
assured. 


Oregon Leaders Banquet 


The usual Oregon leaders’ banquet 
was held in the evening, with Noe A. 
Dew, banquet chairman. The volume 
cup was presented to D. W. Green, 
Portland, New England Mutual, and 
the lives trophy cup to E. O. Bristow, 
Occidental Life. It was shown that the 
ordinary leaders in Portland, those who 
are members of the underwriters’ asso- 
ciation averaged $223,128 compared to 
an average of only $106,692 for non- 
members. 


Stoessel Territory Divided 

The Connecticut Mutual Life has ap- 
pointed Henry C. Ranken as genera 
agent at Springfield, Mass., to succeed 
W. J. Stoessel, who is going to Cali- 
fornia as general agent of the National 
Life of Vermont. Mr. Ranken has been 
supervisor in the Zimmerman agency of 
the Connecticut Mutual Life at Newark, 
N. J. He will have charge of the Spring- 
field agency and western Massachusetts 
territory. The Vermont field, formerly 
under Mr. Stoessel, has been placed in 
charge of W. C. Shouldice, who will 
oe general agent at Burlington, 
't. 


Jacksonville Area Enlarged 


A. L. Stenhens, assistant supervisor 
of ordinary agencies of the Prudential 
in charge of the southern division, an- 
nounces the addition of 44 counties in 
southeastern Georgia to the Jacksonville 
ordinary office. C. W. Campbell is man- 
ager at Jacksonville. A branch office 
will be maintained at Savannah under 
J. H. Gautier, assistant manager. The 
Jacksonville office led the south in new 
business last year. 

The new Georgia territory includes 
such points as Savannah,, Brunswick, 
Waycross, Valdosta, Thomasville, Bain- 
bridge, Moultrie, Tifton and Fitzgerald, 
with a combined population of 692,339. 


Dr. C. D. Alton Is Retiring 


Dr..C. D. Alton, medical referee of 
the Connecticut Mutual Life, has retired 
after 60 years of continuous service. He 
is 91 years old. He was tendered a din- 
ner Mar. 2 at Hartford by members of 
the official staff. President Loomis was 
toastmaster and L. F. Robinson, repre- 
senting the board of directors, was the 
principal speaker. In his early work as 
a claim investigator Dr. Alton saw the 
desirability of building up a system 
which would assure appointment of a 
strong corps of competent medical ex- 
aminers. The careful selection of quali- 
fied physicians has been an important 
factor in the Connecticut Mutual’s uder- 
writing success. 


Fowler Supervisor at Boston 
T. L. Fowler has been appointed sup- 
ervisor by Manager J. M. Woodhouse 
of the Union Central Life at Boston. 





Mr. Fowler will concentrate on develop- 





ing and decried the use of too many 





ment and agents training. 


Foutch Heads Pyramid Life 
as Successor to J. G. Hoyt 





KANSAS CITY, March 5.—E. L. 
Foutch, for six years treasurer of the 
Pyramid Life of Missouri, has been 
elected president of the company to suc- 
ceed John G. Hoyt who remains as di- 
rector. He will continue as treasurer. 
The same officers were elected by the 
Pyramid Life of Kansas, owned by the 
Missouri company, at Topeka with the 
exception of J. D. M. Hamilton as vice- 
president and G. L. Grogan as manager 
of agencies. 


Formerly General Agent 


Mr. Grogan has been general agent 
here for the Lincoln National Life, and 
formerly was vice-president and super- 
intendent of agencies Federal Reserve 
Life, Kansas City, Kan. For many 
years he was superintendent of agencies 
for the Bank Savings Life at Topeka, 
and is widely known among life insur- 
ance men of this section. 

At the beginning of 1934, the Missouri 
company, on approval of the Missouri 
insurance department, took down its 
capital stock, and its business was rein- 
sured in the Kansas company. Since 
then the Pyramid of Kansas has been 
the operating and the underwriting com- 
pany. 

The Pyramid of Kansas had $465,000 
surplus, much more than was necessary. 
Last July directors declared a $4 divi- 
dend, which reduced surplus to $265,000 
and enabled stockholders to reduce the 
obligation undertaken. Plan of stock- 
holders is eventually to complete the 
merger of the two into one corporate 
structure by issuing stock in the Kansas 
company to replace stock in the Mis- 
souri company. 


Editor Continues Tour 


De Loss Walker, associate editor Lib- 
erty magazine, now touring the country 
as a recovery lecturer under the sponsor- 
ship of the National Life Underwriters 
Association, gave several luncheon ad- 
dresses in Minnesota. He spoke at St. 
Paul and Minneapolis and also at re- 
gional meetings in several of the smaller 
cities. At Lincoln, Neb., the local as- 
sociation was sponsor for a public affairs 
dinner at the chamber of commerce at 
which Mr. Walker was speaker. He 
also spoke at Madison, Wis., and ad- 
dressed 300 Milwaukee business men 
and life agents at a meeting sponsored 
by the Tripoli Shrine Booster Club. He 
is scheduled to address the Chicago as- 
sociation on March 17. 


Bloodworth Sees Improvement 


T. S. M. Bloodworth of the Volunteer 
State Life of Chattanooga, has returned 
from a trip through Texas, Florida, 
South Carolina and Alabama where he 
reports general improvement in all lines. 
As indication of this, Harry Pierce, 
Volunteer Life agency manager in 
Jacksonville, Fla., wrote his first quar- 
terly quota for 1936 during January. 
Miami and vicinity has been added to 
the Tampa. office jurisdiction. 


Manufacturers Club Leaders 


TORONTO, ONT., March 5.— 
Representatives from many countries 
head the production clubs of the Manu- 
facturers Life for this year. E. G. 
Davis of Chicago is president of the 
$200,000 Club, and J. B. Tudhope, Chi- 
cago, and J. Hern, South Africa, are 
vice-presidents. The president of the 
$100,000 Club is S. Chatterjee of Cal- 
cutta, India, and the following are ter- 
ritorial vice-president: S. J. Martins, 
British Guiana; J. H. Rean, Calcutta, 
India; A. H. Graves, Saginaw, Mich.; 
G. M. B. Morton, Montreal, Que.; H. 
Emery, London, Ont., and W. G. Chap- 
man, Brandon, Man. 


Crocker Financial Manager 
Michaux Crocker, formerly assistant 
manager, has now been appointed man- 
ager of the financial department of the 
Jefferson Standard Life. 





Threat Now Heard 
of Self-Insurang 


(CONTINUED FROM PAGE 1) 


fire insurance coverage away from th 
agent who has been handling it is 
centralize responsibility mstead of hay. 
ing it scattered among many logy 
agents. Another very practical reaso, 
for switching the handling of insuran 
is to place it in the hands of a life com. 
pany’s local loan correspondent for tha 
territory. It is upon these loan corte. 
spondents that the job of handling 
foreclosed properties for the companie 
has fallen. New loans have been yj. 
tually non-existent and life companig 
have had to pay correspondents mor 
for property supervision than if cop. 
missions on new loans had not bee 
lacking. 

By placing its fire business in the 
hands of its local correspondent, who 
is or can quickly become a licensed 
agent, the life company is lessening the 
amount it must pay out for supervision 
of its properties and at the same time 
having its insurance handled by one 
with whom it has direct contact and 
who has every reason to pay the strict. 
est attention to his principal's interests, 
Furthermore, it is pointed out that the 
local correspondent, in inspecting and 
supervising the properties in his control, 
is in a particularly good position to dis- 
cover fire hazards and have them elimi. 
nated. 


Babcock Goes to Great-West 


Assistant Superintendent of Agencies in 
Western Division of Excelsior 
Goes to Seattle 











John N. Babcock is appointed man- 
ager of the Seattle branch of the Great- 
West Life. Born on Vancouver Island 
in 1902, Mr. Babcock was educated in 
the public and high schools of Van- 
couver. He entered life insurance in 
1924 at the age of 21 as an agent in Van- 
couver City. After four years he was 
appointed agency instructor for the 
Canada Life in Vancouver, and in Oc- 
tober, 1930, the Excelsior Life invited 
him to take over the educational super- 
visorship in its head office in Toronto. 
In December, 1931, he was appointed 
assistant superintendent of agencies for 
the western division of the Excelsior, 
having his headquarters at Toronto, and 
latterly at Calgary. : 


McLain Goes to Pittsburgh 


W. L. McLain has been appointed 
supervisor of the Pittsburgh agency ot 
the Guardian Life by Manager Harry 0. 
Snyder. He is a graduate of Denison 
University at Granville, O. He entered 
life insurnce selling immediately after 
leaving school. He was with the Detroit 
agency for seven years and then was ap- 
pointed supervisor at Indianapolis in 
March of last year. K. L. Oldrich of 
the Davenport agency succeeds Mr. Mc- 
Lain at Indianapolis. 


Pattison Is Candidate 


Capt. John W. Pattison, Union Cen- 
tral chairman of the board, will be @ 
candidate for the Democratic nomina- 
tion for congressman-at-large from 
Ohio. Captain Pattison has long been 
active in Ohio politics. In 1926 he was 
a Democratic candidate for state trea- 
surer and in 1930 a candidate for Con- 
gress, first district. Captain Pattisons 
father, John M. Pattison, died in office 
in 1906 when he was governor of Ohio. 


Mrs. Charlotte A. Goodwin, wife of 
Vice-president Howard Goodwin of - 
Phoenix Mutual Life and daughter, © 
Dr. C. D. Alton, who retired as nei 
referee of the Connecticut Mutual Lite 
at age 91 after 60 years of service, di 
Mar. 3 after an illness of six weeks. 
Mrs. Goodwin took an active part 19 
many social and charitable movements !" 
Hartford. 
















LAR 


The 
eport | 
force wl) 
plan. 
this pl 
employ 
totaling 
World 
for abo 
jnsurar 








st 
Paid 
Knight 
Life 1 
was § 
Agenc 
Aen 
Febru 
for F 
month 
as age 
riod 1 


sTt 










































ch 6, 193 
= 


rd 


Tance 


E 1) 


from the 
; It is to 
1 of hay. 
NY loca 
al reason 
insurance 
life com. 
for tha 
aN Corre. 
handling 


OM Panies 


CEN vir. 


2M panies 
ts more 
if com. 
lot been 


/ IN the 
nt, who 
licensed 
ning the 
ervision 
ne time 
by one 
act and 
e strict. 
iterests, 
hat the 
ng and 
control, 

to dis- 
1 elimi 


West 


cies in 
or 





troit 
3 ap- 
5 in 
h of 
Mc- 














































March 6, 1936 





LIFE INSURANCE EDITION 


13 




















TEW YORW 
J NEWS 


LARGE SALARY SAVINGS FUND 


The Bell Telephone system’s annual 
report shows that it has $174,400,000 in 
force under its monthly salary deduction 
jan, Total premiums for the year on 
this plan were $485,000 paid by 62,600 
employes. Deductions were also made 
totaling $16,900 for 1,760 employes, 
World War veterans, who are paying 
for about $8,000,000 of U. S. government 
insurance. 

















* * 
SOME FEBRUARY RECORDS 


Paid business of the Charles B. 
Knight Agency of the Union Central 
Life in New York City for February 
was $2,003,554. The J. S. Myrick 
Agency of the Mutual Life of New York 
in New York City paid for $1,591,439 in 
February as compared with $2,268,516 
for February, 1935. For the first two 
months, paid for business was $4,300,057 
as against $9,295,244 for the same pe- 
riod last year. 6 









* 
STUDIED AVIATION INSURANCE 


A special committee of the National 
Aeronautics Association appointed in 
1934 to study aviation insurance has 
made its report and in relation to life in- 
surance says, “It is happy to report con- 
tinued and material progress on part of 
the life companies to recognize the 
steady advance in the safety of flying. 
Recently one of the major companies 
ofered for sale to private flyers an acci- 
dent policy at the rate of $15 per thou- 
sand, which includes aviation accidents. 
Much progress has also been made in 
connection with their attitude toward 
commercial operations which, however, 
is not a problem for this report. Life 
insurance policies are not affected by air 
travel certainly if issued more than two 
years except for a few policies issued in 
recent years by some companies or in 
former years by a few small companies 
in which a restricting rider has been in- 
cluded in cases where the applicant fly- 
ing was one of an unusual amount or 
nature,” 

Although the private flyer is “still 
safe with a material loading on his life 
insurance premiums,” the committee re- 
ported that companies are aware of the 
necessity for continued reduction of 
rates. It feels that the problem is a joint 
one between those who fly and those 








F 








who insure them and that with the 
safety rates will continue to be steadily 
reduced. 


C. I. D. Moore’s Work with 
the Pacific Mutual Life 


(CONTINUED FROM PAGE 6) 


with an increased family budget. Un- 
doubtedly he was influenced by his 
brother-in-law, George I. Cochran, who 
was then vice-president and counsel for 
the Conservative Life of Los Angeles 
and he naturally turned to that com- 
pany. He was giving thought to another 
line of endeavor but concluded to go 
with the Conservative Life and started 
to work in February, 1902. He was in 
the field from that time until 1906, when 
he became assistant secretary. 

One of Mr. Moore’s duties in days 
gone by was the handling .of company 
conventions and the building of pro- 
grams for these meetings. He prepared 
field literature, folders and company ad- 
vertising. Owing to his work in the 
agency department he was given an op- 
portunity to visit almost all the gen- 
eral agencies and therefore he became 
familiar, not only with the cities in 
which these offices were located but he 
had personal contact with the person- 
nel. He knew a large number of the 
individual agents. One of the outstand- 
ing influences that made Mr. Moore 
very sympathetic and gave him a fine 
understanding of field men’s problems 
was his own experience as a solicitor. 


Assisted by Miss Millar 


Associated with Mr. Moore in his 
work in later years has been Miss Ger- 
trude Millar, superintendent of the field 
service department and assistant editor 
of the “Pacific Mutual News.” She is 
a woman of fine attainments and has 
made a place for herself at the head 
office of the Pacific Mutual. She has 
been of great assistance to Mr. Moore. 

The Pacific Mutual instituted its field 
service department Jan. 1, 1918, and Mr. 
Moore as secretary was made superin- 
tendent. However, after that the title 
of superintendent went to Miss Millar. 
The 60th anniversary of the establish- 
ment of the Pacific Mutual, 1928, in- 
spired Mr. Moore to write its history 
which was regarded as a masterpiece. 
Mr. Moore personally regards the most 
useful years of his career with the Pa- 
cific Mutual as the last 10 or 15. They 
were fruitful in numerous ways. 

Mr. Moore has two sons, both of 
them in the insurance business. D. E. 
C. Moore is vice-president and assistant 
to the president and one of the most 
influential and effective men in the Pa- 
cific Mutual organization. At the last 
annual meeting of the Association of 
Life Insurance Presidents, he gave an 
address which attracted wide attention. 
Another son, Rutherford, is a member 
of the firm of Moore & Baker, general 
agents of the company in Los Angeles. 
His partner is D. M. Baker, a son of 
the late D. M. Baker, Sr., who was vice- 
president of the company at the time of 
his death. 


Name Officials of 
Life of Detroit 


(CONTINUED FROM PAGE 3) 


terms set up in a reinsurance agreement, 
remain in the old company and pay 
premiums plus interest charges on a 
lien necessary to continue operations, or 
allow their policies to continue merely 
as extended term insurance. 

The transferred policies will be given 
credit for the amount of reserve devel- 
oped in the old company, the initial lien 
being 60 percent with definite determi- 
nation later when a valuation of assets 
is completed. Should the policyholders 
choose to remain with the old company 
and pay interest on refinancing charges, 
death claims under such contracts, it 
was stated, will be honored in full up to 
Dec. 31, 1945. The policies, however, 
will be without loan value for five years. 




















Social Security Law Drafter Talks 





An interesting address was given at 
the midwinter meeting of the National 
Fraternal Congress in Chicago by Prof. 
Edwin E. Witte, economics department 
University of Wisconsin, who was di- 
rector of the Presidents’ committee on 
social security legislation which drafted 
the act. He pointed out 18 states in the 
past had small programs for caring for 
crippled children, but these reached less 
than 5 percent of the total needing such 
care. In the past the large majority of 
the aged were placed on emergency un- 
employment relief, although their prob- 
lem is a long time one. There were 1,- 
000,000 people over 65 years of age on 
relief a year ago, he said. 


One Section Is Questionable 


Professor Witte admitted that the 
contractual and self-supporting contrib- 
utary old age pension feature was the 
most debatable and most doubtful con- 
stitutionally. Between 3,000,000 and 4,- 
000,000 people 50 years of age are out 
of jobs, one-half being on relief, he said, 
and it must be recognized they will do 
well if they take care of themselves up 
to age 65. There is a rapidly growing 
number of old people and a growing rate 








of old age dependency. Unless a sound, 
funded plan is applied, in 25 years the 
cost of old age dependency will be stag- 
gering. , 

“The country has reached a point 
where it must make a beginning in at- 
tacking this problem,” he said. “Actu- 
aries have computed the cost at 5 per- 
cent of payroll over 40 years with 3 per- 
cent interest assumption.” 

He pointed out that employes under 
the act would receive contributions 
larger in proportion to what they pay 
than they could get outside. He noted 
that under the new District of Columbia 
ruling, insurance agents and solicitors 
will be regarded as employes under the 
act, but the question under the federal 
law is undecided, since the issue has not 
been raised as yet. Fraternals are natu- 
rally much interested in the objectives 
sought, he said, and it is not a matter 
to be brushed aside. The approach may 
have to be changed, but the people will 
make better provision to care for de- 
pendents than in the past. 

He was asked in the discussion 
whether fraternals will have to make 
returns and pay the tax, and said un- 
doubtedly they would. 


DOUBLE DOLLARS 














LIFE insurance dollars double in value when their 


prompt arrival saves estates from heavy losses 


created by debts, funeral and administration ex- 


penses, executors’ and attorneys’ fees, State and 


Federal taxes and shrinkages from forced sales. 


“No man can tell you he is leaving an absolutely 


‘clean’ estate. 


There is not a man living with 


an estate of any size who does ‘not' need Life 


Insurance, because only. about 40% of the lia- 


bilities of an estate are created during the man’s 


lifetime, the other 60% are due to his death 


entirely.” 


—Bernard W. Butler, Trust Department 
The Chase National Bank of New York 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 
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Epitrorrat Comment 








How the Tide Has Turned 


Probably companies just. at this 
particular time regard policy loans as 
their most desirable asset. This is in 
direct contrast to the situation a few 
years ago when policy loans were over- 
whelming companies by requiring them 
to pay out extraordinarily large sums. 
However, the policy loan situation has 
reached a normal stage and most of the 
loans that are being made.are for some 
reasonable and satisfactory \ purpose. 
Many of the policyholders expect to pay 
back the money. 

In our opinion, the water has been 
pretty well wrung out so far as loans are 
concerned and policies on the books 
now are resting on substantial founda- 
tions. Therefore, with. money so hard 
to loan at a reasonable rate of interest, 
if a company can secure 6 percent on 
its policy loans that is its best earn- 
ing source. However many companies. 
find that the banks are getting. into 
the policy loan business and they too 
are taking a directly contrary position 
to what they did during the time when 
life companies were overwhelmed with 
demands for loans. At that time when 
banks feared to make loans, the sug- 


gestion was made that if they had in- 
surance and there was any equity in a 
policy, the wisest course to pursue 
would be to go to the companies them- 
selves. Thus policy loans were stim- 
ulated: by the banks in spite of the pro- 
tests that the life companies made. Un- 
doubtedly many people were encouraged 
to go to their life companies who would 
not. have thought of that medium had 
it not been pointed out by the banks 
and the banks themselves refused to ac- 
cept the responsibility that rightfully 
was theirs. The banks forced life in- 
surance companies to become _ bank- 
ers. 

' Now, however, the banks are anxious 
to loan money and when they hear of 
people of repute whose credit is good who 
need ‘money and intend to borrow from 
their life companies, the banks make 
the. suggestion that they can loan money 
at-4;-4%4.or 5 percent and thus save the 
policyholders considerable interest. Up 
and down the line companies find that 
many of their policyholders are going to 
the banks for loans rather than to the 
life companies themselves. The situa- 
tion has thus been reversed. 


What Constitutes Surplus? 


- Tere is danger these days in making 
comparisons among life companies as 
regards “surplus.” It may mean one 
thing to one company and another to 
another. Some companies show no real 
surplus but call it “contingent surplus” 
- or apply some other identification. Re- 
cently there have been some invidious 
comparisons as to surpluses of the very 
best companies. This is entirely due to 
difference in bookkeeping. Some com- 
panies put up liability funds for different 
purposes and may call them “contingent 
surplus,” “dividend surplus,” “security 
fluctuation surplus,” etc. There are 
many different designations. 

It is almost impossible for an out- 


sider to ascertain what is free and un- 
assigned surplus so that anyone would 
be justified in making comparisons. 
Some companies carry their surplus in 
one sum and do not put up as a liability 
funds for any contingency. Therefore, 
in comparison a company that carries as 
a liability a considerable amount in dif- 
ferent forms of “contingent surplus” 
might leave the impression that it had 
lost in its free surplus, which is not the 
case. Therefore, in making these com- 
parisons there should be the utmost care. 
We would say that it is impossible for 
anyone to segregate surplus these days 
so that there can be any justifiable com- 
parison. 


Putting the\Agent on the Platform 


In planning conventions of production 
men, companies frequently arrange for 
active participation of the producer in 
the program instead of merely seating 
the agent in the hall and letting him 
be talked at and exhorted by home of- 
fice experts. Such a course is instituted 
at times and then is dropped because it 
developed that the agent makes a ram- 
bling talk, is verbose and indulges in 
lengthy, irrelevant recitation of personal 
experience. Then again, the agent may 
advocate technique or policies that are 


contrary to the production ideas that 
the company is trying to put across. 
The idea of having agents participate 
in this way is desirable, we should say, 
but it is not enough merely to schedule 
the agent for a talk, perhaps give him 
a subject and then let him arise and 
speak his piece. A better plan is to 
require the agent to prepare his remarks 
in advance and to submit them to the 
head office executive in charge for criti- 
cism and suggestion. In this way an 
integrated and valuable program can be 


composed and the home office can get 
its ideas across from the lips of the 
men in the field. The success of a con- 
vention has much to do with the welfare 
of a company and it is decidedly worth 
while to prepare for it in intelligent 


C. I. D. Moore’s 


Propte are always interested in a com- 
pany, product, service, enterprise, or work 
that is distinctive and individualistic. It 
stands away from the rest of its kind be- 
cause of some original.and particular fea- 
ture. We remember an activity of this 
kind because its raiment differs from the 
others. The “Pacific Mutual News’ has 
been all along a thing apart from other in- 
surance company house organs. There are 
a number of excellent magazines coming 
from companies and some of them are very 
meritorious because of their individualism. 


ae 
fashion. If an agent is to appear, 
the program, the company should jy 
a definite knowledge of what he, pry 
poses to say and his talk shoulq pe 
official approval. Both the agent ay 
the company would benefit. 


Distinctive Work 


The particular attraction of the “Paci 
Mutual News” is its colorful, graphiy 
sparkling description of scenes and Place, 
its enchanting personality sketches, its Orig. 
inal philosophic epigrams all telling  {, 
ished story of worth. 

The man who created this inviting m, 
terial is C. I. D. Moore, vice-president, yy 
retires from active service, a sweet temp. 
ered, devout, cultured, sympathetic spin 
whose qualities of soul and gift for {i 
erary expression have been reflected it 
this company magazine. 








PERSONAL SIDE OF BUSINESS 





Mrs. Mary A. Fairchild, chief clerk 
for years in the Nebraska insurance de- 
partment, is recovering from a severe 
illness. 


C. W. Van Beynum, manager of the 
publicity and advertising department of 
the Travelers, addressed the Spring- 
field, Mass., Advertising Club at its 
luncheon meeting on “Old and New In- 
surance Advertising.” Mr. Van Bey- 
num is a native of Beloit, Wis., and 
after graduating from Beloit College he 
was in the insurance business at Janes- 
ville, Wis. Later he was identified with 
the Chicago office of THE NATIONAL 
UNDERWRITER as associate editor and in 
that position he made a record as a 
news getter and writer. 


D. F. Shafer, manager of the Mans- 
field, O., agency Ohio State Life, and 
a director, recently completed 29 years’ 
service. He is the dean of the com- 
pany’s staff and president emeritus Ohio 
State Life Agency Managers Associa- 
tion. Mr. Shafer, who is 74 years old, 
has been prominent in the affairs of 
his home city for many years. He has 
served as president of the city council 
and as a member of the board of edu- 
cation. He has been ill at his home in 
Mansfield for some time. 


Homer Guck, publisher of the Chi- 
cago “Herald & Examiner,” who has 
done a great piece of work as head of 
that publication, becomes chairman of 
the board, a newly created position. The 
publisher now is Emanuel Levy, who 


has been vice-president and general 
manager of the Louisville “Courier- 
Journal” and the “Times.” For the 


last 11 years he has been identified 
with papers published by Robert Bing- 
ham, ambassador to Great Britain. 

Mr. Guck formerly was a newspaper 
man in Michigan and at one time was 
connected with the Detroit Life head 
office. 

Thomas J. Tyne, Jr., associate general 
counsel of the National Life & Accident 
of Nashville, who died of complications 
following pneumonia at St. Thomas hos- 





pital in his city, had been connected with 


ceemmeeee | 


the company since June 1, 1922, in it 
legal department. He spent his entire 
business and professional life with the 
company. He attended Vanderbilt and 
was a graduate of the Columbia Univer. 
sity Law School. His father, T. J. 
Tyne, Jr., vice-president and gener 
counsel, was one of the founders of the 
company. 

Mr. Tyne was 35 years of age. Presi- 
dent Wills, in speaking of Mr. Tyne’s 
work, said, “His knowledge of our pol- 
icy contracts and the law of insurance, 
in which he specialized, was splendid, the 
result of study, sound thinking, anda 
correct attitude toward the problems he 
helped us to solve. He was a young 
man of fine attainments and a lovable 
nature.” 


A. Van Goldman, manager Prudential 
ordinary agency at Chicago, will re 
turn soon from a month’s sojourn in 
Florida. 

Norman Wooldridge has just com- 
pleted his 33rd year with the Edward 
A. Woods Company, Pittsburgh general 
agent Equitable Life of New York. Mr. 
Wooldridge has been a large personal 
producer, for many years his production 
being in excess of $500,000 with cases 
averaging approximately $20,000. He 
was associated with the Mutual Life of 
New York for 14 years for which lis 
father, W. P. Wooldridge, was general 
agent for 31 years. Together, they have 
spent 78 years in the life insurance bust 
ness. The family is carrying on the tra 
dition with Norman Wooldridge’s 30%, 
James, associated with the Equitable 
Life in Trenton, N. J. 


Bertrand J. Perry, new president of 
the Massachusetts Mutual Life, was tf 
cently married to Miss Elizabeth Ann 
Burchfield, for some time librarian 
the company’s home office building. Mr. 
Perry’s first wife passed away sevéra 
years ago. 


Wilmer M. Hammond, southern Cali« 
fornia general agent Aetna Life, 10 
Angeles, was honored on his birthday 
anniversary, Feb. 26, with the presenta: 





tion by his staff of a large bouquet ° 


——<! 
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= 
red roses and a big birthday cake bear- 
ing the inscripton “Happy Birthday to 
Our Chief,” and decorated with can- 
ile. He received many letters and tele- 
ams of felicitation and his agency pre- 
sented a large number of applications 
jor a substantial volume written in his 


honor. 
G. D. Camp, father-in-law of Vice- 
president W. W. Jaeger of the Bankers 
Life of Des Moines, a representative of 
the company for nearly 40 years, died 
at his home in Mt. Vernon, Ia. He 
was 87 years old and had been in poor 
health for some time. While serving as 
distrct manager for the Bankers Life 
in Illinois more than 30 years ago, Mr. 
Camp persuaded his son-in-law, Mr. Jae- 
get, to enter the life insurance business. 
Ww. H. Kelley, former banking and 
insurance commissioner of New Jersey, 
has been nominated by President Roose- 
yet for the internal revenue collector- 
ship of New Jersey, with headquarters 
at Newark. His confirmation by the 
senate may be taken for granted. 


Twenty-five years in life insurance as 
general agent for the same company is 
being celebrated in March by Albert Lee 
§mith, of Birmingham, general agent 
Jefferson Standard Life. Mr. Smith 
found records of his office showing $6,- 
000,000 premiums collected from policy- 
holders in the quarter century and $1,- 
000,000 paid out in death claims. The 
Alabama business in force is consider- 
ably more than the company had in 
force in the entire south when Mr. Smith 
joined in 1911. The Smith agency wrote 
30 percent more business in 1935 and the 
agents are planning to make the silver 
anniversary year the banner one. Mr. 
Smith comes of an insurance family, his 
father, A. D. Smith, with whom he was 
associated in the fire insurance business 
before joining the Jefferson Standard 
Life, being head of the Smith, Hamilton 
and Smith agency, Birmingham, and has 
been in the fire insurance business 50 
years. A brother, Mell Smith, formerly 
general agent in Birmingham for a num- 
ber of companies, is manager of the 
ire insurance division of the Home 
Owners Loan Corporation. A further 
link with the insurance business was 
forged when Mr. Smith and Miss Mar- 
garet Gold, daughter of the late C. W. 
Gold, president Jefferson Standard Life, 
were married. 


_ 


William S. Stephens, 81, treasurer of 
the old International Life for 15 years, 
died at Kansas City. He was a brother 
of former Governor Lon V. Stephens 
of Missouri. 


Sayre McLeod, Jr., supervisor Pru- 
dential, who has recently taken over 
the direction of the Pacific Coast ordi- 
lary agencies, was the guest of Austin 
wee” ‘manager of the Seattle agency. 
While in Seattle he addressed the 
Seattle Life Underwriters Association. 
ptianey Abels, vice-president of the 
ranklin Life, is enjoying a winter va- 
‘ation in Winter Haven, Fla. 


— iy Cleary, president Northwestern 
— Life, was reelected vice-presi- 
‘nt of the Milwaukee Association of 
ommerce at the annual meeting. 


Arthur F. Ebert, newly appointed 
general agent for the Security Mutual 
i _— Binghamton in Buffalo, has been 
na € life insurance business for 25 
a For 10 years he was associate 
anager for the Fidelity Mutual Life in 
ae and its leading producer during 
with Period. His last connection was 
ith the Equitable Life of New York. 
mie Peck, agency supervisor of the 
wae in Life, has returned from a 
Ps while vacation in Florida. In the 
: a off Palm Beach he landed 
nae fish that measured 7 feet, 11 
€s, and weighed 63 pounds. For 
he received a gold seal certifi- 


this feat 











“Index” Editor 














actuary of 
Kentucky 








LEO E. THIEMAN 
Leo E. Thieman of Louisville, former 


the fire rates division of the 
insurance department, has 


been chosen as editor of the “Insurance 
Index,” which recently moved its head- 
quarters from Chicago to Louisville. 


B. R. Neuske, an actuary, 


who was 


former president of the Old Colony Life 
of Chicago, becomes editor of “Dunne’s 


Insurance Reports.” 


Mr. Thieman was 


formerly connected with the old Casu- 
alty Information Clearing House of 
Chicago, “Insurance Field,” and was in- 
surance editor of the Chicago “Journal 


of Commerce.” 


He left Chicago to be- 


come executive secretary of the Louis- 
ville Board of Fire. Underwriters and 
the Kentucky Association of Insurance 


Agents. 


Mr. Neuske has been in the life insur- 


ance business for 43 years. 


He started 


with the Berlin branch of the old Ger- 


mania Life, now the Guardian Life. 


He 


then went to the head office in New 


York and 


department. ; 
Franklin Life and later was 


of the 


was placed in the actuarial 
In 1903 he became actuary 


actuary and secretary of the Missouri 


State Life. 


He then became president, 


general manager and actuary of the Old 
Colony Life of Chicago. 








cate from the West Palm Beach Fish- 


ing Club. 


Commissioner Owen B. Hunt of 
Pennsylvania has been slated by the 
Democratic organization of Philadel- 
phia as one of Pennsylvania’s delegates 
to the Democratic national convention 
to be held in Philadelphia next June. 


John E. 


Reilly, president Old Line 


Life of America, and Mrs. Reilly, left 


Milwaukee 


for a short stay at Biloxi. 


George F. B. Smith of the Connecticut 
Mutual head office has been making a 
series of addresses among West Vir- 
ginia general agencies. He started with 
General Agent R. H. Houchin at Hunt- 
ington and then went to Parkersburg, 
Clarksburg and Charleston. 


James F. Hathaway, manager for the 
Mutual Life of New York in St. Louis, 
died at his home after a week’s illness 


from pneumonia. 


He was 61 years of 


age. He started with the Mutual Life 35 
years ago and was in personal produc- 


tion until 


1919, when he became man- 


ager at Fargo, N. D. Two years later he 
was transferred to St. Louis as manager. 
Two brothers are in the managerial 


ranks of the same company. 


Hathaway 
and Fred 


2 W. L 
is San Francisco manager 
C. Hathaway is manager at 


Los Angeles. 


T. F. Keer, of Van Vliet & Keer, 
managers ordinary department Pruden- 
tial, Newark, left for his usual southern 


trip, to be 


absent about three weeks. 
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@ All modern forms of Life Insurance and An- 
nuity contracts are written, either on an annual 
or single premium basis. Annuities include Re- 
tirement Income, Elective (Deferred), Joint and 
Survivor, Refund, and Survivorship--one for any 
type of prospect, in short. 








Among the ten largest companies in the 
United States writing Industrial and Or- 
dinary life policies . . . Seventy-seven years 
of continued growth ... Successfully weath- 
ering every financial crisis . . . More than 
200 millions of insurance in force—that is 
the Monumental Life. A good company, a 
secure representation, for live progressive 
agents. 


MONUMENTAL LIFE 
INSURANCE COMPANY 


PAUL M. BURNETT, President 
CHARTERED 1858 


ONE OF TEN 
BALTIMORE, MD. 
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A COMBINATION OF A DUAL FIELD WITH THE HELPFUL ADVANTAGE 
OF PRESTIGE AND AN UNUSUAL OPPORTUNITY FOR ADVANCEMENT 
LOYAL PROTECTIVE INSURANCE COMPANY 
with the PRESTIGE of over FORTY YEARS of outstanding success in the 

Health and Accident Field and its affiliate the 


LOYAL LIFE INSURANCE COMPANY 
with its OPPORTUNITY for ADVANCEMENT—a young, financially 
strong and aggressive entrant in the Life Field 


HOME OFFICE — BOSTON, MASSACHUSETTS 
JOHN M. POWELL, President ae E. B. FULLER, Vice President 
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LIFE AGENCY CHANGES 





Beardslee Joins F. W. Ladue 


Columbian National Life Announces New 
Setup in Its New York City 
General Agency 








The Columbian National Life an- 
nounces the appointment of a new gen- 
eral agent and his supervisor to be as- 
sociated with F. W. Ladue, general 
agent at New York City. 

L. E. Beardslee, Jr., will be associated 
with Mr. Ladue at 45 John street. The 
office will be known as the Ladue- 
Beardslee Agency. 

Mr. Beardslee is a graduate of Wil- 
liams and for some time was assistant 
treasurer in the home office of the 
Brooklyn National Life. He took over 
the Brooklyn National Agency headed 
by his father after the latter’s death in 
April, 1935. The Beardslee Agency had 
led the field force of its company and 
continued to hold this position after the 
Brooklyn National Life had merged 
with the United States Life in June last 
year. Mr. Beardslee’s brother, W. R. 
Beardslee is home office agency super- 
visor of the Columbian National in Bos- 
ton. 

F. R. Sexton, who for several years 
has been agency supervisor of the 
Beardslee Agency of the United States 
Life will hold a similar position with 
the Ladue-Beardslee Agency of the Co- 
lumbian National. 

General Agent Ladue has been di- 
recting the Columbian National agency 
for less than two years, but during that 
period he has set a high standard of 
production. Previous to his Columbian 
National connection, was vice-president 
of the Brooklyn National Life. He is a 
graduate of Colgate and national presi- 
dent of his Theta Chi Fraternity. He 
has long been a friend of the Beardslee 
family. 





New Bankers Life Agency 


The Bankers Life of Des Moines is 
discontinuing its Sioux Falls, S. D., 
agency, and is establishing a new agency 
in Sioux City, Ia., to embrace the en- 
tire state of South Dakota and a large 
section of northwestern Iowa. F. H. 
Peterson, formerly a home office super- 
visor, has been named agency manager, 
while A. E. Nickelson, agency manager 
at Sioux Falls, has resigned, but will 
probably continue as an agent. Mr. 
Peterson has been with the Bankers 
Life since 1926 when he left the retail 
shoe business to become a member of 
the Ottumwa, Ia., agency. He has been 
a successful personal producer and or- 
ganizer and for several years served as 
supervisor of the western section of the 
Ottumwa territory. Last August he was 
appointed home office supervisor in 
charge of the Toledo, O., agency, dur- 
ing a leave of absence granted Agency 
Manager W. H. Forestelle. 


Take Michigan Agencies 

Following the withdrawal of the 
American Life of Detroit from Missouri 
and Kansas, W. H. Woodin, who has 
been manager in Kansas City for 14 
years, and C. R. Weeks, manager in 
Wichita, have been assigned territories 
in Michigan. Mr. Woodin has been 
appointed manager for eastern Mich- 
igan with headquarters in Pontiac, suc- 
ceeding D. C. Pipe, who has been made. 
manager at Kalamazoo, where a new 
agency has been established. Mr. Weeks 
has opened an agency in Port Huron. 








Joins Denver Agency 


R. W. Bell, formerly with the Travel- 
ers in Cleveland, has become manager 
of the life, accident and group depart- 
ments of the Stough-Vincent agency in 
Denver. for the Connecticut General 


Named Manager at St. Louis 


J. A. Diefenb 
Head of Agency for Mutual 
Life of New York 
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ST. LOUIS, March 5.—J. A. Diefen- 
bach is appointed manager of the St. 
Louis agency of the Mutual Life of 
New York to fill the vacancy caused 
by the recent death of James F. Hatha- 
way following an attack of pneumonia. 

Mr. Diefenbach has been associated 
with the Mutual Life for 25 years in 
Chicago, Milwaukee and Davenport. 
The Mutual Life has had its offices on 
the second floor of the Chemical build- 
ing, but during the past week concluded 
negotiations for office space in the Ar- 
cade building at the southwest corner 
of Eighth and Olive streets. The new 
quarters are on the 15th floor. 


Gettys Goes to Davenport 


L. B. Gettys, for the past 11 years 
manager for the Mutual Life at Sioux 
City, has been promoted to the manager- 
ship of its agency at Davenport. He 
joined the Mutual Life in 1915 as an 
agency representative at Omaha, where 
he later became district manager. He 
was appointed manager at Sioux City 
in 1925 and now succeeds Mr. Diefen- 
bach. 





Napier & Co. Enters Life Field 


R. A. Napier & Co., supervising 
agency of Chicago, has been appointed 


general agent of the Travelers and is 
developing a life department. <A special 
effort is being conducted to build up a 
good life volume during the absence of 
Mr. Napier, who with his wife is on 
vacation at Palm Beach. The veteran 
Chicago supervising agent, whose office 
heretofore has done little life business, 
is entering this field enthusiastically and 
plans to build up a substantial agency 
force in addition to developing a broker- 
age business. A. Napier & Co. is 
one of the better known, more conserv- 
ative offices which has been conducted 
in Chicgo for about 40 years. 


W. E. Johnson With Equitable, Ia. 


Warren E. Johnson, for many years 
with the Mutual Life of New York in 
St. Paul, has been named agency man- 
ager in St. Paul for the Equitable Life 
of Iowa. Mr. Johnson is a vice-presi- 
dent of the St. Paul Life Underwriter 
association, 








Made Manager at Detroit 


L. H. Engstrom, who has been Chi- 
cago manager for the Bankers Mutual 
Life of Freeport, has been transferred 
to Detroit, as manager. He succeeds 
E. F. Stannard, who managed the 
branch for 12 years and resigned to be- 
come Detroit branch manager for the 
North American Life of Chicago. 





Midland Life Appointments 


Robert M. Buie has been named gen- 
eral agent for the Midland Life at 
Waxahachie, Tex. R. J. Stone becomes 
general agent at Parsons, Kan. 





R. L. Craig 
R. L. Craig has been appointed man- 





ager of the Birmingham, Ala., office of 








Union Central Men Advanced 








HARRY J. SHAFFER, Akron, 0. 


Harry J. Shaffer, district manager at 
Akron, O., for the Union Central Life, 
has been appointed to the staff of the 
home office agency department as dis- 
trict supervisor. 

He enters home office work after nine 
years of successful work in the field, 
both in personal production and in 
agency building. During the last five 
years of this period he has been manager 
of the Akron area under the W. L. Mc- 
Pheeters agency in Cleveland. He quali- 
fied for the $500,000 Club in 1934, and 
maintained his record during the first 
11 months of 1935, only to be prevented 
by an illness in December from com- 
pleting his qualification requirements. 
He has built an organization in Akron 
that has paid for more than a $1,250,000 
per year during the last two years. | 
A native of Akron, Mr. Shaffer was 
educated in its public schools and the 
municipal university. Upon leaving col- 





Life. 








lege he accepted a position in Cleveland 








Cc. S. MERRIAM, Springfield, Mass. 


as an investigator for the Retail Credit 
Company, for which he had worked 
while in college. With the Retail Credit 
Company he advanced to chief inspector. 
In 1927 he returned to Akron to join the 
Union Central as an agent. 

The Union Central Life has estab- 
lished a new agency at Springfield, 
Mass., and installed C. S. Merriam, for- 
merly district manager in Springfield 
for the Boston agency, as manager. This 
places him in full charge of develop- 
ments in western Massachusetts. 

Mr. Merriam has been active in life 
insurance at Springfield since joining 
the Connecticut General in 1923. He re- 
mained with that company for 12 years 
becoming unit manager two years prior 
to joining the Union Central in the fall 
of 1935. 

Mr. Merriam is a violinist, a vocalist, 
treasurer of the Springfield symphony 
orchestra and a member of its board of 


the Fidelity Mutual Life, Succeeding 
W. Spearman, who has joined the \; 
tual Life of New York in the Birming 
ham office. 


Joins Continental Assurance 


R. M. Vetter, formerly secretary jj 
one of the organizers of the Gene 
Casualty in Madison, Wis., has resignel 
to become general agent of the Copy, 
nental Assurance, life department, wij 
offices at 501-502 Insurance building. 


Kremer with Larson Agency 

Charles M. Kremer, who was {. 
merly associated with the Larson } 
Larson agency of Madison, Wis., sta 
managers for the Central Life of low 
is returning to that office as agen 
supervisor. Larson & Larson led th 
Central Life agencies last year an 
through the help of Mr. Kremer the 
expect to maintain their position in 19% 





T. Ogden Chapple has been appoints 
assistant agency manager at Los Ap 
geles for the Equitable Life of Ney 
York, by Manager Kellogg Van Winkk, 
Mr. Chapple is a University of Californi 
graduate and has been an Equitable 
agent for four years. 








News of Pacific 
Coast States 











Stoessel in New Post 


Walter J. Stoessel of Springfield, 
Mass., who has been general agent for 
the Connecticut Mutual Life, has now 
taken his new position as general agent 
of the National Life of Vermont at Los 
Angeles, succeeding R. F. Freeman, who 
resigned. The office is in the Commer. 
cial Exchange building. Mr. Stoessel 
was in his former position for 12 years, 
having jurisdiction over western Massa- 
chussets and Vermont. He was formerly 
an agent in Kansas City and then be- 
came a general agent in Omaha. He 
went east to take the Connecticut Mu- 
tual in 1924. This agency paid for more 
than $3,000,000 last year. 


Adds Life Department 


PORTLAND, ORE., March 5.—Cos- 
grove & Co., insurance brokers _hert, 
have added a life department which wil 
be in charge of Joseph W. Stretch 0 
the San Francisco office. Last year he 
was one of the leading producers in that 
section. 


Holderness Is on Coast 


H. M. Holderness, vice-president ™ 
charge of agencies, Connecticut Mutual 
-Life, arrived in San Francisco for sev- 
eral days’ conference with ; 
Shapro, general agent, San ogee 
and J. L. Taylor, general agent, ~*~ 
land. He presented Mr. Shapro te 
western agency trophy won in produc- 
tion contest, 








the presentation being 
made at a dinner attended by company 
representatives in San Francisco. Before 
leaving for the home office, Mr. Holder- 
ness is making an automobile trp 
through northern California territory ™ 
company with General Agent Shapro. 


Tacoma Agent Loses License 


TACOMA, WASH., March 5.—Wil- 
liam Pierce, state manager here na 
Colorado Life, had his license cancele 
for twisting, both by his company an 
the state of Washington. This act 
was instituted by members of the '¢ 
group here. 


Must File Blank Changes 


i 
Changes and amendments to annual 
PP blanks of the National beccet 
ciation of Insurance Commissione! 
must be filed with Chairman bhenge Fr 
Robinson, who is actuary of ~ = 
insurance department, by Marc Bo 
Suggested changes in amendments _ 
be stated in concise but complete 








directors. 


and 60 copies attached. 
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NEWS OF THE COMPANIES 





nee 


ictory Life Gets Business 





rded the Reinsurance of the Defunct 
Bank Savings Life With 
25 Percent Lien 


Awa 





The reinsurance of the business of the 
defunct Bank Savings Life of Kansas 
has been awarded to the Victory Life 
of Topeka, which was one of the seven 
ie ten against reserves of Bank 
savings Life policies is the lowest that 
has been applied subsequent to any fail- 
wes in the last few years. It is only 
25 percent. Under the contract the lien 
must be lifted by 1945. ; 

There is about $20,000,000 of business 
taken over. The Victory Life had about 
320,000,000 in force before the reinsur- 
ance. Admitted assets of the Bank 
Savings were placed at $3,789,089 and 
liabilities at $4,767,929, leaving a deficit 
of $978,840. 

The Bank Savings was founded by 
the late E. H. Lupton and after his 
death financial difficulties developed. A 
bank undertook to manage the com- 
sany through the stock it had acquired 
to liquidate notes it held. A deal to 
sell the Bank Savings to the Federal 
Reserve Life collapsed and last summer 
Hugh Fisher, Topeka lawyer, was 
named receiver. 

Harold Higdon, actuary for the Kan- 
sas department, stated the contract was 
one of the best for policyholders that 
had come to) the notice of the depart- 
ment, 

The contract provides that whenever 
the lien is reduced to $10 per thousand 
jor the amount of premium paying busi- 
ness in force in the Bank Savings Life, 
the Victory Life will pay that amount 
for the business and wipe out the lien. 

The Victory Life guarantees that on 
Dec. 31, 1945 to eliminate the lien en- 
tirely whether or not it has been earned 
out of the business. In other words, the 
Victory guarantees that the lien will not 
cost the policyholders anything. 

The receiver discharged all of the of- 
fcers of the Bank Savings Life so the 
Victory will not have any of those of- 
fcers on the payroll. The Victory will 
retain some of the employes, but when 
the two companies are merged, it will be 
necessary to dispense with many of the 
employes as the Bank Savings had a 
surplus of help. 

The agency force of the Bank Sav- 
ings has disappeared entirely but many 
of those agents are asking for contracts 
with the Victory Life, General Manager 
W. J. Bryden reports. 


Annuity Rates to Be Raised 


Union Central Announces Action Effect- 
ive March 10; New Limits, Form 
Discontinued 








_ Participating annuity and refund an- 
ri tates will be increased March 10 
y the Union Central. Guaranteed re- 
turn will be slightly less than under 
lonparticipating annuities of most other 
‘ompaies, but total return including divi- 
end, the announcement stated, will be 
‘lightly more. 
limit — same drate, the maximum 
$6,000 or annuities will be reduced to 
an annually, and for annual premium 
irc nan. income, the number of units 
ich will provide income at age 60 is 
Not to exceed $500 per month. 
vine single premium increasing income 
: vd = be withdrawn March 10. No 
ac the annual premium to 
after that — plan will be permissible 
a it is stated, will remain 
contin “a ait as the present schedule is 
ilnstrati , but agents are asked to limit 
: 1ons to one year on account of 
uncertainty as to interest trends. 





Changing to Legal Reserve 





Empire State Life of Jamestown, N. Y., 
Submits Plan to Go on Old 


Line Basis 





It is proposed to reorganize the Em- 
pire State Life of Jamestown, N. Y., as 
a full legal reserve mutual company. 
This year marks its 50th anniversary. 
It has grown from a smail society to an 
institution of real strength. It is now 
in a position to comply with the require- 
ments of the New York department reg- 
ulating legal reserve mutuals and there- 
fore the directors are offering a plan to 
policyholders to accomplish ‘this con- 
version. The directors have already 
adopted a plan which has been printed 
and sent to policyholders for their vote. 
When the policyholders have given their 
approval it will be submitted to the New 
York superintendent of insurance for his 
action. The policyholders will have an 
opportunity to vote by mail or to be 
present at the special meeting to be held 
March 30. The company is now known 
as the Empire State Life Assurance So- 
ciety and the new name will be the 
Empire State Mutual Life Insurance 
Company. 

Members holding beneficiary certifi- 
cates not on a level rate of premium with 
no provisions for equities other than 
death benefits will be entitled to receive 
a yearly renewable term legal reserve 
policy to be issued as of the attained age 
of the member at date of conversion and 
at regular premium for that age. All 
other members will be entitled to re- 
ceive legal reserve policies on the same 
plan at the same rate of premium on 
which the original policy was issued. 
They will provide for the same cash, 
loan, paid up and extended insurance 
as guaranteed in the policy surrendered. 

R. K. Mason is president, M. O. Doo- 
little, vice-president, and E. L. Beach, 
secretary. 


New Seattle Company 


SEATTLE, WASH., March 5.—Inter- 
state Reserve United Underwriters has 
been organized here by a group of Pa- 








cific northwest business men and will be 
associated with the new George Wash- 
ington Mutual Life. The company has 
deposited $50,000 with the state and 
plans to increase-it to $100,000 shortly, 
according to the founders. 

Among the shareholders and officers 
of the company are E. B. J. Diller, 
president; F. T. Hickox, vice-president; 
L. A. Walker, secretary; Dr. Ira Le- 
More, chief medical advisor. Directors 
are: F. J. Buckley, Brig. Gen. Victor 
Odlum, William Yeaman, J. E. Tryg- 
sted, H. A. Dent, Jr., Dr. D. O. Nugent, 
T. B. Southard, A. H. Howard, L. J. 
Bunting and John Maloney. 





Honor Mutual Trust Head 


Agents of the Mutual Trust Life have 
been holding a “president’s month” con- 
test, the objective of which is to make 
the quota of the month in the first ten 
days so that President E. A. Olson may 
be presented a large volume March 10 
when he is expected to return from a 
vacation trip. He and Mrs. Olson are 
on a cruise to the West Indies. 





Indiana Company Changes Name 


The Anthony Wayne Life, an assess- 
ment company organized in Fort 
Wayne, Ind., two years ago and now 
having headquarters in Richmond, Ind., 
has changed control and the new in- 
terests have applied for a change of 
name to the Benjamin Harrison Life. 
This type of company can no longer 
be organized in Indiana under the in- 
surance code passed by the legislature 
a year ago. E. S. Purnell is president 
of the new organization and P. B. 
Ward executive vice-president. Mr. 
Ward was one of the organizers of a 
similar company several years ago 
which was taken over by the Equitable 
Life of Indiana. The Benjamin Har- 
rison Life will have headquarters in 
the Guaranty building. 





Life Company Notes 


The California department is exam- 
ining the Progressive Life Association 
and World Life & Benefit. 

The home offices of the Citizens Lim- 
ited Life have been moved from Omaha 
to Lincoln. 

The American Home Life of Columbia, 
S. C., has been given a charter to write 
life, health and accident. The proposed 
capital stock is $50,000. J. M. Walker is 
president and T. D. Simmons, secretary 
and treasurer. 








SALES MEETINGS 





San Antonio Sales Congress 





President Hamilton and Vice-President 
Barmore Conduct Meeting for 
Federal. Life Agents 





A one day sales meeting for the San 
Antonio district agency of the Federal 
Life was conducted by President Isaac 
Miller Hamilton and George Barmore, 
vice-president and superintendent of 
agents. Mr. Barmore, who opened the 
meeting, struck an optimistic note with 
regard to the general upward trend in 
business in Texas and cited the remark- 
able gain of 66.5 percent gain for the 
first month of 1936 over January, 1935, 
and urged that agents begin work im- 
mediately, 

President Hamilton presented the 
thought that sales come from contacts 
and pointed out the fact that in a time 
of terrific moral, mental, and economic 
strain life. companies have withstood the 
test. 

He said the agent to build a lasting 
business must be sincere, dynamic, and 
active in his efforts to meet human 
needs. Deportment which shows con- 
sideration for the other man and a con- 
sideration of his problem, he stated, 
builds good will. He spoke of “fear and 
worry as twin devils’ which interfere 
with the proper functioning of the indi- 
vidual. 





Northwest Stimulus Needed 


Deputy Commissioner Johnson of Min- 
nesota Addresses North Amer- 
ican L. & C. Meeting 








At the agency meeting of the North 
American Life & Casualty held in Min- 
neapolis, Dewey Johnson, deputy com- 
missioner of Minnesota, in a plain talk 
said that a great amount of money— 
$40,000,000 to $50,000,000—was going 
out of the state every year in premiums, 
a large part of which should be held 
in the northwest. This was due, he 
explained, to lack of sufficient home 
office companies in Minnesota. He 
praised the North American Life & 
Casualty for its fine showing, but 
blamed the northwest’s lack of ability 
to hold money because, he said, “the 
east has money and because it has ready 
capital it can do the things that we 
cannot do up here. 

Urges Greater Development 


“The American Chemical Society says 
that the United States can be self-con- 
tained. If that is true, then the north- 
west can likewise be self-contained. We 
lack confidence in our own northwest 
institutions.” 

He said he would like to see the de- 
velopment of more investment institu- 
tions in the northwest, explaining that 
after all a life company is an investment 
























> as 


ANNIVERSARY 
YEAR 





C). 
VU 


Facilities and personnel of 
general agencies and home 
office, complete, for rendering 
prompt and efficient service. 





Sales and Goodwill Builders: 


® New Ordinary Life Con- 
tract. 


@® New Retirement Income 
Plan— Premium Differing 
as to Sex. 


@ Berkshire Benefactor Con- 
tract. 


@ Berkshire Juvenile Insur- 
ance. 
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Established brokers and others 
interested are invited to avail 
themselves of the facilities of 
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institution. He pointed out the number 
of bank failures that have taken place in 
the northwest in the last eight or ten 
years, and said, “Had we impounded 
our money out here as the east did, we 
would not have had 380 banks fail for 
lack of some few thousand dollars 
each.” 

He urged formation of more local 
companies. Commenting on the North 
American L. & C., he said, “We have 
confidence in the company and its offi- 
cials as it stands today. We up here 
do not believe in rating by foreign 
raters. I cannot say whether the North 
American is A, B, C or D, but I do 
say that as it stands today it can stand 
the test.” - 


To Meet at Miami 


The Connecticut General Life will 
hold a meeting at Miami, Fla., March 
24-27. 


Mutual Life Louisiana Meet 


The Louisiana general agency of the 
Mutual Life of New York in charge of 
R. F. Lawton, manager, held a sales 
congress. A number of the agents 
spoke, also V. M. Endel, service repre- 
sentative, and O. H. Breidenbach, in- 











Omaha's 


WELCOME 
to the world 









HOTEL 


ONTENELL 


OMAHA 


ity has one outstand- 
ing hotel. In Omaha, it's the 
Fontenelle, the center of the 
community's activities. The 
Fontenelle is known through- 










of id-feshi 
its genial eir r+) joned 


EPPLEY HOTELS CO. “ 


BARLUM 


MOTEL 


WHERE OLD-FASHIONED 
HOSPITALITY AWAITS YOU 


























OUTSIDE 
ROOMS 





structor of agents. T. C. Bell of New 
York City, who is the retired assistant 
superintendent of agencies, presented the 
trophies. 





Address Worcester Agency 


F. C. Morss, manager of agencies 
Provident Mutual Life, and W. D. Cross, 
assistant manager, addressed a meeting 
of the Worcester office of the company. 
Mr. Morss talked on the subject of 
“Why People Buy,” illustrated by his 
own experience obtained from his tra- 
vels throughout the country. Sales of 
the Worcester agency during 1935 in- 
creased by 62 percent over the previous 
year, and January, 1936, showed a sub- 
stantial gain over the same month of 
1935. 


ne 


Addresses Agents at Toledo 


Edmund Fitzgerald, vice-president of 
the Northwestern Mutual Life, ad- 
dressed agents from 21 northwestern 
Ohio counties at a meeting in 
Toledo. Merritt Mason, general agent, 
presided. L. Evans, assistant 
director of agencies, and Samuel Turner, 
loan agent in the Toledo area, also at- 
tended the meeting. Mr. Fitzgerald said 
that life insurance is going to be a 
larger factor in the investment plans 
of the individual hereafter as a result of 
its record in the depression. 


John Hancock Meet 


Arkansas agents of the John Hancock 
Mutual Life met in Little Rock, Ark. 
for a business session and a dinner. 
Discussions were led by Lloyd J. Lynch, 
Minneapolis general agent, and Henry 
G. Schafer, home office general agency 
supervisor. Robert M. Williams, Little 
Rock general agent, presided. 


Indiana Agency Meets 

The Mayfield & Bowen Indiana state 
agency of the Midland Mutual Life of 
Columbus, O., held a meeting in In- 
dianapolis. Officials attending from the 
home office were J. Charles Reitz, vice- 
president; J. A. Hawkins, manager of 
agencies, and R. S. Moore, assistant 
manager of agencies. 


Midland Life Meet 


The Leaders Club convention of the 
Midland Life will be held at Colorado 
Springs, Sept. 17-19. Dennis G. Col- 
well, Dallas, led last year in production 
with $485,757. Jess King of Kansas 
City was second with $312,105. C. H. 
Watkins paid for $224,117 at Fort 
Worth, Tex., to take third place. 














Western Mutual Agents Meet 


Reporting the best business in his- 
tory during 1935, the Western Mutual 
Life of Fargo, N. D., concluded a three- 
day agents conference. Otto Haaken- 
stad, general manager and secretary, re- 
ported. $1,517,000 new insurance was 
written. President A. R. Bergesen and 
Henry Holt of Grand Forks, director, 
were principal speakers, predicting a 
much better year in 1936. 


L. O. Schriver Is Speaker 


L. O. Schriver of Peoria, Ill, presi- 
dent National Association of Life Un- 
derwriters, appeared at the annual con- 
vention of the State Farm Life of 
Bloomington, IIll., speaking on ‘“Suc- 
cessful Life Underwriters.” M. G. Ful- 
ler, vice-president of the State Farm 
Life, spoke on the “Advantages of a 
Young Life Company,” A. W. Tomp- 
kins, agency vice-president, also was a 
speaker. 








Isaac Miller Hamilton, president of the 
Federal Life of icago, and George 
Barmore, vice-president and superintend- 
ent of agencies, arrived in Los Angeles 
and held a meeting for members of the 
southern California agencies. 


Hugh M. Holmes, general agent at 
Milwaukee for the Lincoln National Life, 
spoke at the first round table meeting 
this year of the Milwaukee Sales Man- 


—. 
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PALMER TO TELL QUALIFICATIONS 


Insurance Director Ernest Palmer of 
Illinois will talk on the new agents and 
brokers qualification law at a luncheon 
meeting of the Insurance Brokers Asso- 
ciation of Illinois at the Union League 
Club March 17. Accommodations are 
limited to 450 persons. There will be 
no reservations. Tickets may be pur- 
chased in the Insurance Exchange 
lobby, all interested insurance men being 
privileged to attend. 

a Poke ake 
CURRENT STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Astna Life ..... 10 -60 42 43 
Alliance Life ... 1 sine i 2 
Bank. Nat. Life. 10 1.00 19 21 
Central Life, Ill. 10 aiex 2 a 
Cent. States Life 5 teu 2 ne 
Colonial Life ...100 10.00 220 250 
Columbian Nat..100 4.00 90 100 
Conn. Gen. Life. 10 -80 44 46 
Cont. Am. Life.. 10 1.20 30 35 
Cont. Assurance. 10 2.00 43 45 
Farm. & Traders.100 10.00 185 215 
Fed. Life, Chgo. 10 Brats 10 
Gen. Am. Life... 10 asa 45 as 
Girard Tiife ..... 10 -40 10% 12 
Great Nor. Life. 10 ee. | 9 
Great South. Life 10 2.50 31% 33% 
Tite Of VAss00:5. 20 3.00 90 105 
Lincoln Natl..... 10 = § 1.20 3446 35% 
Missouri State .. 10 a y % 
New World .... 10 -40 6% 1% 
Northw. Natl.... 5 ae 14 16 
North American. 2 mete 4% 456 
Ohio National .. 10 1.00 23 25 
Ohio State Life..100 10.00 225 Ar 
Old Line Life... 10 -60 15 16 
Pacific Mutual .. 1 ak 14% 15% 
Philadelphia Life 10 ees 3% 4% 
Provident Life... 10 .80 12 ae 
St. Louis M. Life 10 aya 7 ae 
BUR TALC ..c.0.00-06 100 Nats 565 600 
Travelers ....... 100 16.00 655 665 
Union Central .. 20 1.20 35 45 
Wisconsin Natl.. 10 -50 14% 16 

* * * 


HASTIE NAMES THREE AIDS 


Announcement is made of the ap- 
pointment of Lawrence T. Wade as 
agency organizer for the John R. Hastie 
agency of the Mutual Life of New York 
in Chicago. He gtaduated from Illinois 
State Normal University, Bloomington, 
in 1928, and received his master’s degree 
at the University of Iowa in 1933. He 
has been principal of the junior high 
school at Wheaton, IIl., for three and a 
half years, and has represented the 
National Life of Vermont. 

Mr. Hastie also announces the ap- 
pointment of Ernest J. Krug and 
Thomas C. Echard as agency super- 
visors. Mr. Krug has been engaged in 
life insurance work for a ‘number of 
years. Mr. Echard was formerly with 
the Pittsburgh agency of the Mutual 
Life. 

*x * * 


STUMB TEMPORARILY IN CHARGE 


Selection of T. F. Lawrence as presi- 
dent of the reorganized Detroit Life, 
known as the Life Insurance Company 
of Detroit, temporarily leaves vacant the 
office of Chicago manager of the Re- 
liance Life which Mr. Lawrence held 
for a number of years. Charles Stumb, 
assistant to the superintendent of agen- 
cies of the Reliance Life, arrived in Chi- 
cago this week, assigned there tem- 
porarily to direct the agency. 


* * * 
ALEXANDER & CO. IN CONFERENCE 


Life insurance income plans and use 
of policy options were the subject of a 
two-day conference of W. A. Alexander 
& Co., Chicago, general agent Penn 
Mutual Life, at which three home office 
men were instructors. These were E. 
Paul Huttinger, agency secretary and 
manager of training; Grover Davis, and 
Franklin E. Herb, assistant in the train- 
ing department. Jack Sherman, man- 
ager of Alexander’s life department. 
presided. Mr. Huttinger spoke on the 
need for close study of income plans. 
He said to be successful an agent must 








agers Association. 





does not like to do, and do them ye 
Mr. Herb dealt with the actuarial sii 
of income insurance and gave practic 
applications of the policies and incong 
options. Mr. Davis gave inspiration, 
addresses. Group luncheons were hel 
on both days. Messrs. Huttinger, Her 
and Davis, who have alternated in dj. 
cussing the subject of income insurang 
before many agencies, returned to th 
home office but planned to start oy 
again this week to take part in a seri 
of conferences of instruction on the P.. 
cific Coast. 

W. A. Alexander & Co. of Chicago 
has been appointed general agent for th 
group department of the Equitable 
New York. It is general agent for th 
Penn Mutual Life and therefore for th 
Equitable will only write group. 


Club Meets at Oshkosh 


OSHKOSH, WIS., March 5.—The 
Fox River Valley Insurance Club, com: 
posed of officials of the Wisconsin Na 
tional Life of this city, the Equitable 
Reserve Association of Neenah, and the 
Aid Association for Lutherans of Apple. 
ton, held a dinner meeting here, it hay- 
ing been postponed twice because of 
sub-zero weather and blizzards. A dis 
cussion of “Selection of Risks” featured 
the idea exchange program. H. J. Horn- 
berger, actuary Great Northern Life, 
was a guest. 

Speakers included Dr. George Wil- 
liamson, medical director, and J. X. 
Williams, vice-president Equitable Re- 
serve; Dr. J. M. Conley, medical direc- 
tor, and A. C. Eastlack, actuary, Wis- 
consin National Life; J. D. Reeder, ac- 
tuary, and Mrs. Oma Harder of the Aid 
Association. The next meeting is sched- 
uled at Neenah March 27. 





Thomas F. Bourke, superintendent of 
agencies for the Volunteer States Life, 
has completed a tour of _ inspection 
through south Texas. 


Becomes General Agent 
of the Midland Mutual 

















MARTIN A. ZITZMANN 


Martin A. Zitzmann, who resigned 4s 
general agent in Chicago for the Guard- 
ian Life, to open an insurance office 10 
the Sheridan Trust building in the UP- 
town district, has been appointed eer. 
eral agent for the Midland Mutual Lie 
of Columbus, O. He will undertake . 
build a full time and brokerage © ‘l 
for the Uptown territory. He 1s yo 
known in the business in Chicago. a 
fore being manager of the Guar one 
Life, he was manager of the Missow 
State Life. 





learn to attack first the things that he 
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' NEWS ABOUT LIFE POLICIES 





— 


el 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes im 


Policy Literature, Rate Books, etc. 


” and “ss 


Supplementing the “Unique Manual- 
Little Gem,” Published Annually in May and March respectively. 
PRICE, $5.00 and $2.00 respectively. 





To Develop Business by Mail 





American Life & Accident of St. Louis 
Issues Policy with Provision for 
Service of Process 





The American Life & Accident of St. 
Louis is now undertaking to develop 
pusiness by mail and has issued a new 
dlicy that is designed to overcome one 
of the principal objections to insuring 
with a non-admitted company, that is, 
the inability to bring an action under 
the contract in the state where the as- 
sured resides. ; 
The American Life & Accident policy 
has this provision: 

“The company will accept service of 
summons by mail issued in a district 
court of the United States, wherever lo- 
ated, if an action is brought under the 
contract by the owner of the policy; it 
provides further that such action is to 
be governed as to validity and effect by 
the laws of the state of Missouri. No 
person whosoever is authorized to rep- 
resent or act as agent of the company 
in any manner outside of the state of 
Missouri.” 

Hunt Explains Purpose 


President S. B. Hunt states the com- 
pany hopes to qualify for admission in 
anumber of other states as soon as it 
would be profitable to do so. The main 
reason, he states, why the new policy 
has been designed and is being offered 
by mail is to build a small nucleus in 
these states so that it will be possible 
to enter them at a much earlier date 
than otherwise. 

Mr. Hunt declares that the company 
desires to build a legitimate business 
that will stay on the books and build 
good will in the locations where the pol- 
iyholders are secured. To aid in ac- 
complishing that purpose, he asserts that 
the company is extremely conservative 
i its advertising statement and has in- 
serted the provision relative to service 
of process. 

_ The application is very brief but an 
inspection report is secured, according 
to Mr, Hunt. 

The contract which is termed “ideal 
protection policy” provides a graded 
amount of insurance depending on the 
age for $1 a month for five years and 
82 for 15 years thereafter. 

_ The first five years’ insurance is term 
itsurance while thereafter the non-for- 
feiture and cash values are equivalent to 
the reserve of a 15 year limited payment 
life’s values, less a sum not in excess of 
25 percent of the sum insured. After 
*0 full years’ premiums have been paid, 
we values will be equal to the full re- 

€. 





Prudential of England 


The Prudential Assurance in Montreal 
reeived word from the head office in 
rondon that the dividends which will 
F added to fully participating policies 
. the Canadian class on the policy an- 
peng in 1936, will remain the same 
—. € previous year. The sum insured 
— each whole life fully participat- 
statlicy will be increased by $23 per 
ie “ Sum insured, and similarly each 
pe: oo policy will be increased $20 
vill 000 sum insured. Cash dividends 
ll be the same as 1935. 


Limits Double Indemnity 


creme gceneral American Life has in- 
the maximum limit of issue of 
The total 
lready carried and being ap- 
limited to $50,000. 


double indemni 
em 
indemnit ity to $25,000. 


lied for ig 





Salary Continuation Policy 





Ohio National Life Will Offer New Con- 
tract on Participating and Non- 
participating Plans 





A new salary continuation term pol- 
icy on both the participating and non- 
participating plans is being offered by 
the Ohio National. It may be used with 
any other form of insurance or existing 
insurance in units of $10.° There will 
also be an upward revision in non-par- 
ticipating rates. For the present no 
change will be made in guaranteed an- 
nuity rates, nor will there be a change 
in the dividend scale. Funds left with 
the company after April 1 will yield 334 
percent interest, a reduction of %4 per- 
cent. Mortality in 1935 was 54.7, com- 
pared to 57.3 in 1934. A new rate book 
incorporating the changes will be avail- 
able shortly. 


Minimum Income 


The salary continuation term policy 
for the 10 year term will have a mini- 
mum monthly income of 5 units or $50; 
the 15 year term $40 and the 20 year 
term $30. The policy will be issued with 
waiver of premium disability rider. It 
is convertible in 7, 12 and 15 years, re- 
spectively. Rates per $1,000 follow, at 
5 year age intervals: 


Participating 

10-Yr. 15-Yr. 20-Yr. 
Age Term Ter Term 
OCP re race $ 9.88 $10.32 $10.84 
EiCcgecedecees 10.4 11.12 11.84 
Bivccéeeceee ee 11.56 12.44 13.85 
Bencecces aaas 13.66 15.23 17.46 
Bbcisacssecses 17.13 -76 23.19 
Meceececececues 22.74 26.68 eee 
Blccveccecunuec 31.21 sews 

Non-Participatin 

Makes ne caus $ 8.10 $ 8.32 $ 8.60 
Milccees cae ee oa 8.59 8.94 9.40 
BOewtadeeucaes 9.36 9.95 11.02 
BGvewesccocees 11.20 12.35 14.16 
Giccicccscswns 14.49 16.62 19.45 
Bicasccesewes 19.98 23.46 “se 
DOcaecccecceee 28.37 wae 


Sun Life’s Manuals Are 
Revised in This Country 





The Sun Life has distributed to its 
agents in the United States three new 
revised and modernized manuals, the 
principal one containing data on the 
more popular regular participating 
plans, a supplementary manual contain- 
ing figures and information on the fam- 
ily protection, retirement policy, pen- 
sion bond annuities, retirement income 
bond, instructions to agents and occupa- 
tional rating and the third manual being 
on the non-participating forms and con- 
taining the life anticipated dividend 
plan. 

Premium rates and guaranteed values 
for principal participating plans have 
been extended down to age 10 and 
henceforward the rate for age 10 will 
apply to younger lives except on such 
plans as endowment at 65, etc., when 
special rates are required for ages not 
shown. In the instructions to agents 
new limits based on maximum of $200,- 
000, varying with age, plan and status 
of applicant, are given. 





Union Central Life 


The Union Central Life will discon- 
tinue its single premium investment and 
annuity contract as of March 8 The 
annual premium plan may be continued 
temporarily. In the past, it has been 
the company’s practice to change the 
annual premium plan to single premium 
form by payment of the difference in 
reserves (not cash values) at the end 
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December Ist, 1935 
FRANKFORT, INDIANA 
ASSETS 
First Mortgage Loans on Real Estate.............++- $3,985,077.00 
Real Estate, including Home Office Building......... 864,457.00 
Real Estate Sold Under Contract............ eauaadoc 171,071.00 
Loans on Company’s Policies...........seeeeeeeeeees 1,834,238.00 
Bonds, Government and Municipal..............-- «+ . 606,355.00 
Cale TIRE od occ ccnchidvéeuceacacccassceeancates 301,451.00 
Interest, Due and Accrued........... wkwddadadsodtea 151,633.00 
Net Outstanding Premiums............sseeeeeeeeees 213,209.00 
AD Cie ARs oo ain 6 Sie Ci csies ccceuecedycccequens 30,374.00 
Wetal Ade AGG. a oi ace ned nqesacecnesaus $8,157,865.00 
LIABILITIES 
Wanerier: tas RIAN ib «daca caacacecduedeseckesckeas $6,790,532.00 
Reserve for Losses—No Proofs Received...........- 24,792.00 
Premiums and Interest paid in advance.............- 66,726.00 
Weecenwe Seer RONOO. «66.6 tok dis dnd 44004 egncnceedeceae 30,675.00 
Reserve for Trust Funds ......... eis eRddenadadacde 148,604.00 
Reserve for Coupons and Dividends...............- 168,070.00 
Contingency Reserve for Losses..........+.2seeeeee- 204,191.00 
Reserve for Other Liabilities ..............seeeeee: 24,275.00 
Tateet Eels oa di see sed dddntcnwecxecessdacas $7,457,865.00 
Cantal: NGG. cncceseccccescuee setvaviseciene seeee 300,000.00 
Surplus Unassigned: « ..cces. cccccscccsstecwcetiscee 400,000.00 
WOM endodaws da dnnccdavndecs cundasienietauaeeus $8,157,865.00 
GAINS MADE DURING 1935 
Gain in Insurance in Force...... Lenmbsuatoeneadl $1,000,000.00 
Gain in Admitted Assets ..... ae eee F Andee Cals 305,025.00 
Cate I RGAORGESS oon dee atcinncdssapess nits ckeete 312,369.00 
Gain in Liquid Assets ............ veceeweceweese-> |e 
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of the policy year. If the change is 
made prior to the end of the year it re- 
quires a payment of the difference in 
premiums with _ interest. All policy- 
holders purchasing annual premium con- 
tracts up to the time when the single 
premium contract is withdrawn have 
the right of conversion to the single pre- 
mium form. 





Dominion Life Increases Rates 


The Dominion Life has increased its 
rates for single premium non-participat- 
ing plans, the increases being heavier 
at the older ages. 


Manhattan Life 
The Manhattan Life announces that 
the minimum amount for which its 
“seven point special policy” will be is~ 
sued is reduced from $2,500 to $1,000. It 
ean be arranged to mature at ages 50, 


55, 60 or 65. Here are the options ona 
$1,000 “seven point” policy maturing at 
age 60: 
1. Income for life—..——$10 a month 
Guaranteed for 100 months 
2. Cash payment .........ee00. $1,760 
i3. Cash payment .......cseecee $1,252 
and 
*Paid-up life insurance....... $1,000 
4. *Paid-up life insurance....... $3.461 
5. At death. Face amourt..... $1,000 


or the cash value, which is 
greater. 





*Paid-up life insurance is subject to 
evidence of insurability. 


INDUSTRIAL 


Prepare Law Interpretation 














Industrial Insurers Conference Instructs 
Legal Section to Consider Social 
Security Legislation 





ATLANTA, March 5.—Out of a 
called meeting of the Industrial Insur- 
ers’ Conference, which met here in ex- 
ecutive session to consider the social se- 
curity law and unemployment measure, 
as applicable to industrial insurance in- 
terests, came the decision to refer all 
interpretations and discussions of the 
matter to the legal section of the con- 
ference at a date and time to be selected 
by Chairman P. M. Estes of the law 
committee, who is general counsel Life 

Casualty, Nashville, Tenn. 


To Interpret the Acts 


The law committee and legal section 
were instructed to prepare thorough in- 
terpretations of the two acts and furnish 
them to conference members as soon 
as possible. These briefs will be avail- 
able for individual action by each com- 
pany, as the conference is not an ex- 
ecutive body in so far as laying down 
rules, laws and programs for its mem- 
bers. The two measures occupied a 
three hour executive session. 

The executive committee recom- 
mended for membership the Franklin 
National Life of Greenville, S. C. The 
‘Conference also authorized framing ap- 
plication blanks for membership, to be 
furnished Chairman Frank Samford of 
the membership committee, who is 
president Liberty National Life of Bir- 
angham. 

To Select Meeting Place 


Following its usual custom, the ex- 
ecutive committee will select its next 
place of meeting by asking for mail bal- 
fots by members, with Atlanta, Chat- 
tanooga, Nashville, Richmond and 
Louisville nominated. 

A suggestion to change the annual 
meeting time from autumn to spring 
was laid on the table. 





Colonial Life Promotions 


The Colonial Life has promoted 
Raphael Burnstein at Perth Amboy, N. 
J., and Joseph P. Lee at Bay Ridge, 
Brooklyn to managers. 


J. F. Marshall Succeeds Finlayson 


J. F. Marshall, for seven years man- 
ager Spartanburg, S. C., office, Metro- 





politan, has been promoted to manager 
Birmingham district office. He succeeds 
James Finlayson, who has taken charge 
of the Knoxville office. 





Prudential Promotions 


Edward W. Gottschalk, Cleveland 
No. 5, and Henry J. Toelle, St. Louis 
No. 2, have been promoted by the Pru- 
dential to assistant’ superintendents in 
their districts. 





Opens Camden Office 


The Washington National Life of 
Chicago has opened a new district office 
in Camden, N. J., with R. T. Gardiner 





in charge as manager. He was formerly 
special eastern division representative. 
The new office will supervise the Cam- 
den, Trenton and surrounding territory. ’ 





Industrial Notes 


D. B. Byrd has been appointed mana- 
ger of the Orlando, Fla., district of the 
Gulf Life. He has been superintendent 
at Tallahassee. 

George R. Williams, for years super- 
intendent of the Life & Casualty of 
Tennessee at Columbia, S. C., has been 
made manager at Savannah, Ga. 

A new staff has been created in the 
Lawton, Okla., district by the Lincoln 
Life & Accident of Oklahoma City. M. E. 
Turner of Altus has been placed in 
charge with headquarters at Altus. He 
has been with the Lincoln for a num- 
ber of years. 








NEWS OF LIFE 


ASSOCIA TIONS 





Hill Addresses Chicago Meet 


Northwestern Mutual Life Executive 
Discusses Agents’ Problems Before 
Life Underwriters Association 








The problem of the average agent to- 
day is that he fails to do the practical, 
common sense things that experience 
has proved most effective, declared 
Grant L. Hill, director of agencies 
Northwestern Mutual Life, at a meet- 
ing of the Chicago Life Underwriters 
Association. 

Pointing out that one-fourth of the 
agents produce three-fourths of the 
business, Mr. Hill stated that three out 
of every four were operating at 50 per- 
cent efficiency or less. He urged agents 
to “do what it takes,’ and said that 
to be successful they must work for 
consistency in production. There are 
no new tricks; they must get down to 
fundamentals and put to work such 
knowledge as they have. 


Begins with Prospecting 


“Production begins with prospecting 
and it must be a continuous process to 
get the best results,” Mr. Hill stated. 
He stressed the vital necessity of main- 
taining records in order that the agent 
can keep a check on himself, keep his 
prospect list active and thereby control 
the necessary factors. He cited exam- 
ples of large personal producers, all of 
whom attributed their volume to main- 
taining constant check on themselves 
to eliminate the slump period to which 
every agent is subject. One important 
weakness in the average agent’s meth- 
ods is that of using too much produc- 
tive time unproductively. Routine de- 
tails should be attended to without 
waste of time, the agent should never 
run out of places to go and every call 
should be made to pay. Pointing out 
that the average agent calls on three 
old prospects to one new one, Mr. Hill 
declared that by changing the ratio and 
calling on three new ones to one old, 
production would be increased accord- 
ingly. 

Part-Time Agents 

In commenting on the recent action 
of companies who signed the agreement 
to eliminate part time agents in cities 
of 50,000 or over, Mr. Hill said it was 
a step in the proper direction but also 
pointed out that there are many part- 
time—full time agents who should also 
be eliminated. As an illustration, he 
said that in the last two years the 
Northwestern Mutual Life had reduced 
its agency staff by 25 percent and at 
the same time increased its business 43 
percent. 

I. B. Jacobs, assistant manager Hastie 
agency Mutual Life of New York at 
Chicago, president of the association, 
read a resolution in commemoration of 
Walt Tower, secretary of the organi- 
zation, who poonanly died. 


Manchester, N. H.—J. W. Epply, local 
business man, Agency Secretary Paul 
Huttinger of the Penn Mutual Life, and 
Guy L. Foster of the Manchester office 








of the John Hancock were speakers. 


Gathering at Salt Lake City 


President of National Association Tells 
Agents Business Is Best in 
Several Years 


SALT LAKE ‘CITY, March 
“Everywhere I go, reports are current 
that business is constantly improving,” 
said Lester O. Schriver, Peoria, IIl., 
president of the National Association of 
Life Underwriters, in addressing a life 
insurance sales congress here sponsored 
by the Salt Lake Association of Life 
Underwriters. Mr. Schriver said that 
the life insurance business was better 
than for several years. 


Two Other Speakers 


5.— 


Two speakers, in addition to Presi- 
dent Schriver, were John D. Spencer, 
widely known veteran agent of the New 
York Life here and a recognized au- 
thority on salesmanship, who spoke on 
“The Life Insurance Agent’s Responsi- 
bility to His Profession”; and Grant 
Taggart, Cowley, Wyo., millionaire pro- 
ducer and a former Salt Lake City man 
who, discussed “Success in Life Un- 
derwriting.” Mr. Spencer was organ- 
izer of the Salt Lake association, which 
celebrated its 30th anniversary last year. 
He is a past vice-president of the Na- 
tional association. 


*x* *k * 
Worthington Buffalo Speaker 


Home Life of New York Official Gives 
Tips to Association and Man- 
agers Group 








BUFFALO, N. Y., March 5.—A warn- 
ing against “mosquito selling”’—a proc- 
ess of buzzing around hit-or-miss and 
accomplishing little except to annoy the 
prospect—was voiced by W. P. Worth- 
ington, superintendent of agencies Home 
Life of New York, in a talk before the 
Buffalo Life Underwriters Association. 

The business is started on the best 
five years in its history, he said, but 
business an agent gets will depend on a 
plan of action and following it through. 
The three general methods—selling a 
policy, selling for specific needs and pro- 
gramming or estate-planning—are all ca- 
pable of producing good results for some 
men, but many follow no _ definite 
method or shift from one to another. He 
recommended the planned estate method 
as requiring fewer calls and interviews, 
and less high pressure closing. 


Urges Only Three Interviews 


It is wise to organize one’s selling, he 
said, so all that is necessary can be said 
in three interviews 

Addressing the managers’ and general 
agents’ group in the evening, he 
stressed that the right man doing the 
right thing at the right time can make 
money in the business, and the manager 
should be less concerned about volume 
than about number of men making a liv- 
ing. New agents particularly tend to 
lean heavily on the general agent for di- 
rection, he said, and the general agent 











owes it to the men to give them intel}. 
gent direction, not only generally, bu 
day by day. 


In Gathering at Los Angels 





Schriver, Commissioner Carpentey and 
Others on Program at 
Sales Congress 


The Los Angeles association js 4, 
hold an all-day sales congress on March 
6, with an interesting program of jy. 
tionally known speakers, including |, 
O. Schriver, president National Asco, 
ciation of Life Underwriters, who yil 
give two talks, on “Where Are You 
Going in 1936?” and “A Century o 
Progress.” 

Grant Taggart, leading producer Caf. 
fornia-Western States Life, who has 
written more than a million annually for 
four consecutive years, will talk on “Lif 
Underwriting as a Profession.” Y, T 
Motschenbacher, San Francisco branch 
manager Sun Life, Canada, will speak 
on “Fundamentals or Frills.” P, W. 
Ivey, Ph.D., widely known for his work 
in training sales organizations through. 
out the United States, will discuss 
“Planning the Sale.” 


Commissioner to Speak 


E. H. Perry, of Whittier, Cal., half. 
million personal producer, will describe 
the task of “Building a Clientele in q 
Small Community.” Commissioner Car- 
penter will talk on “The Insurance Di- 
vision and the Insurance Agent.” 

_A feature will be presentation of a 
dialogue by L. Tallman, president 
Central California association, Fresno, 
and Walter Tipton of that city, both of 
whom represent the California-Western 
States Life. The subject is “Ho-Hum- 
So-What.” It was one of the hits of 
last year’s National association conven- 
tion. 


* * * 


Peoria, I11.—Earl _E. Smith, agency 
secretary of the Equitable Life of Iowa 
was the principal speaker at the monthly 
meeting. His subject was “The Time 
and Tide.” 

He pointed out that “time is the only 
economic asset of a man and the only 
asset afforded everyone equally. The 
normal span of a man’s life is less than 
45 years and in that time he must carry 
on his work to the best of his ability. 
There are fixed charges against the nor- 
mal span of life, including time needed 
for every-day occurrences such as eat- 
ing, sleeping, dressing, etc., These fixed 
charges are not less than 18 hours per 
day nor more than 21 

* *K * 

Warren, 0.—E. C. Sparver, director 

of agencies Reliance Life, spoke. 
* k x 

Asheville, N. C.—Election of officers 
and endorsement of the declaration of 
guiding principles and agreement for 
life underwriters as approved by the 
National Association featured the annual 
meeting of tthe Asheville association. 

Carl C. Proffitt, local manager of the 
Mutual Life, was elected president. 

William F. Barron, retiring president, 
was elected chairman of the executive 
committee. ‘ Partin, Reliance Life, 
F. R. Baker, Prudential, and D. C. Mar- 
tin, Durham Life, were elected vice- 
presidents; W. O. Brown, Metropolitan, 
treasurer; and John M. Phle, Impert 
dent L. & A., was reelected as national 
committeeman. — 


Jamestown, N. Y.—The executive per- 
sonnel has been completed by the aP- 
pointment of various committee chair- 
men: executive and membership, M. R. 
Gustafson; program, T. M. Palmer; by 
laws, Mr. Turk. a 

Santa Barbara-Ventura, Cal.—John Ww. 
Yates, California general agent Massa- 
chusetts Mutual Life, Los Angeles, = 
principal speaker at a dinner-meeting a 
Santa Barbara. He spoke on “Minding 
the Gap,” referring to the difference be- 
tween the amount of capital men have “a 
their estates and the amount required 
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. With Canada Life 142 Years 
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[THE a 
‘CANADA LIFE| 
| ASSURANCE | 

COMPANY | 
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Cc. A. RACEY 
B. WEINRAUCH 





W. O’H. PERCEY 
E. H. BROWN 


A. H. BURTON 
A. B. HAYCOCK 


The six members of the Montreal St. James branch of the Canada Life shown 
above, have a total of 142 years in service. In length of service they stand: B. 
Weinrauch (27) C. A. Racey (23), W. O’H. Percey (23), A. B. Haycock (23), E. 
H. Brown (23), A. H. Burton (23). This group represents also no less than 59 
years of club membership. These men continue to make a substantial contribution 
to the Montreal St. James production figures. The Canada Life has 40 agents 
with length of service ranging from 20 years to 55 years. 








complete their life plans. The subject 
was broken down into all the needs that 
life insurance fills, illustrated by in- 
dividual cases. He told about a conven- 
tion held in Chicago last summer of 
beneficiaries under policies personally 
written and which subsequently became 
claims, 
* kk * 

Fort Dodge, Ia.—Vash Young of the 
Equitable Life of New York in his talk 
here stated that it would be possible for 
alive agent to earn $4,500 in first year 
commissions during the next 12 months 
and an equal amount in renewals. He 
got down to a practical basis, telling 
the agents that it should not be very 
dificult to persuade one man every day 
to save the price of a cigar for that day 
in order to create an income for his 
widow of $100 a month for one year. 
That would be equal to the income for 
one year produced by $60,000 at 2 per- 
cent interest. Mr. Young said, “I have 
never found that a man’s success in life 
many line is affected very much by ex- 
terior circumstances. The greatest haz- 
ards that a life agent has are those 
which he builds up within himself, viz., 
Procrastination, worry and indolence.” 

* * x 

Cleveland.—A_ special evening meeting 
Sponsored by the educational committee 
Was devoted to “Prospecting.” Robert 
H. Denny, National Life of Vermont, and 
Leonard H. Fletcher, Union Central Life, 
outstanding producers, talked. 


* *K * 


Hamilton, Ont.—About 200 attended 
the sales congress. Hugh C. White, gen- 
tral agent, Connecticut Mutual, Detroit, 
made two talks. He stressed the im- 
Portance of continuous and persistent 
New prospecting and prestige building, 
pre the necessity for setting up a finan- 
a budget, its interpretation in terms 
7 ales interviews and calls necessary, 
nd the proper recording of results. 
nt R. Jaqua, associate editor of the 
ae Life Bulletins, published by The 
Yer Underwriter, presented the 
po Asal a matured endowment is the 
oun investment and maintained that 
ri Y permanent form of life policy ma- 

ed as endowments at the four times 





when men most need money—that is un- 
employment, disability, old age and 
death. He demonstrated the profitable- 
ness of “walking around” people the 
agent knows to get the names of pros- 
pects, and “walking around,” mentally, 
the family, estate and insurance situa- 
tion of those prospects until an insur- 
ance situation or need is found 

At the luncheon, the address was by 
the Rev. W. G. Martin, former minister 
of public welfare for Ontario. H. A. H. 
Baker, branch manager Great West Life 
at Toronto, closed the session with a talk 
on “Optional Methods of Settlement as 
an Approach” and demonstrated that 
settlement options are valuable tools in 
the hands of the small producer as well 
as the large producer and in the writing 
of $1,500 policies as well as $15,000. 

* * x 

Akron, 0.—The sales congress will be 
held at the Mayflower hotel, April 18. 
Two speakers will be Frank M. See, New 
England Mutual Life at St. Louis, and 
Vash Young, Equitable of New York, 
New York City. Mr. See, in addition to 
his talk, will conduct a sales clinic. 
Tickets will be sold at $1 each for the 
Vash Young talk to be open to the gen- 
eral public. On Dec. 1 last, the Akron 
association had 82 members. An exten- 
sive membership drive was made and it 
now has 203 members. A plan was fol- 
lowed by making a down payment of $3 
for $10 a year dues, then allowing $1 a 
month payment. It has now 132 mem- 
bers paying their dues in this manner. 
There are from 350 to 400 agents li- 
censed in Summit county. Therefore the 
association has 50 percent of the men 
licensed. 

* & * 

Joliet,, I1l.—Earl M. Schwemm, C. L. U., 
supervisor Haviland agency Connecticut 
General, Chicago, addressed the monthly 
meeting on “What Is in a Life Insur- 
ance Policy.” 

* * x 


Madison, Wis.—At the second annual 
life insurance seminar held here, speak- 
ers included E. L. Carson, Milwaukee 
manager Equitable Life of New York; 
Abner Heald, Milwaukee manager Provi- 
dent Mutual Life and National commit- 
teeman; and B. C. Nelson, Milwaukee, 


special agent Northwestern Mutual Life. 
An inspirational address was given by 
Carl Taylor, Milwaukee, executive sec- 
retary of the Wisconsin Building & Loan 
Association. 

oe 


Columbus, 0.—John A. Lloyd, secretary 
of the Ohio Association of Insurance 
Agents, will speak at the Central Ohio 
Sales Congress, sponsored by the Colum- 
bus association, March 19. 


* * * 


Michigan.—A regional meeting for the 
south central zone was held at Battle 
Creek. P. J. Crandall, Jackson, state 
president, spoke on the association’s ob- 
jectives, which include tying local asso- 
ciations more closely into the state or- 
ganization’s work. The luncheon meet- 
ing was held in conjunction with the 
regular meeting of the Battle Creek as- 
sociation. 

Speakers at the afternoon session in- 
cluded J. A. Pino, Lansing, immediate 
past president of the State Association, 
on projected legislation, and N. E. Glass- 
brook, Lansing, on “Agent Qualifications, 
Licensing, and Field Practice.” E. A. 
Poat, Battle Creek, also a regional vice- 


president, presided at the afternoon 
session. 

* * x* 
Dallas, Texas—In cooperation with 


the Dallas “Journal,” police department 
and civic bodies interested in eliminating 
traffic accidents, the association an- 
nounces a “save-a-life” campaign. J. M. 
England is campaign chairman. 

* * * 


Chicago—Homer J. Buckley, president 
of Buckley, Dement & Co., advertising 
and merchandising firm, addressed the 
association at a special meeting. There 
was a symposium of five minute talks by 
leading members on benefits of associa- 
tion membership, those taking part being 
A. E. Patterson, general agent Penn Mu- 
tual, past president of the organization 
and vice-president National association; 
Cc. F. Axelson, Northwestern Mutual, past 
president Illinois association; J. D. 
Moynahan, Metropolitan; P. B. Hobbs, 
manager Equitable of New York; C. B. 
Stumes, Penn Mutual general agent; 
Frederick Bruchholz, agency director 
New York Life; J. R. Hastie, manager 
Mutual of New York; L. S. Broaddus, 
manager Acacia; A. J. Johannsen, North- 
western Mutual, chairman advisory 
council; I. B. Jacobs, Mutual of New 
York, president of the association, and 
Joy Luidens, secretary. The Equitable 
of New York will present “Sales Talks 
That Sell” March 11 in the series of 
sales clinics. Among those who will 
take part will be J. E. McNama, Barker 
agency, among the first ten in the coun- 
try last year; R. I. Reno, assistant mana- 
ger Gottschall agency; R. C. Nichols, as- 
sistant manager Woody agency; L. H. 
Walters, Lustgarten agency. 


* *K * 


Bridgeport, Conn.—The members heard 
Commissioner Blackall of Connecticut; 
Cc. P. Dawson, production manager of 
the Beers agency of the New England 
Mutual Life in New York, and E. S. 
Churchill, president of the Hartford 
chapter of the C. L. U. K. V. Robinson 
and W. C. Carroll of New Haven pre- 
sented a playlet, “Covering Human 
Needs.” 

* * * 

Newark—tThe officials of the Fidelity 
Trust Co. of Newark, will be host to 
the members of the Northern, N. J., as- 
sociation at Newark Monday. The 
speaker will be Dr. George B. Cutten, 
president of the Colgate University and 
his topic will be “The Power of Leisure 
Time.” President John E. Clayton will 
open the meeting after which time it 
will be in charge of L. C. McDouall, 
vice-president of the trust company and 
an honorary member of the underwriters 
association. 

*x* *K xX 

North Dakota—Fred L. Conklin, vice- 
president and general manager of the 
Provident Life of Bismarck, spoke on 
the faith of the person of average or 
small means to members of the North 
Dakota association Saturday. He went 
to Minneapolis to attend a _ regional 
meeting and next week will go to 
Spokane. 

*x* * * 

Atlanta, Ga.—There will be a one-day 
sales conference March 18 it is announced 
by Baxter Maddox, president. 

* * *# 


Burlington, Vt.—Wives were invited to 
the February dinner and listened to two 
Cc. L. U. speakers from New York City, 
David Fluegelman of the Northwestern 
Mutual Life, and Harry Krueger, sec- 
retary of the New York courses. 
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Insurance Admitted Fraternal Week Date Is Set | tticd by jury although judgments hai 
in force ssets Surplus Benefits paid Refunds been rendered by district Judges of 
55 730,17 2 139,565 Muskogee and Oklahoma City againg 
1928 $18;466,055 $4,700,373 $280,184 rag orgcate $ 492° | President Gilroy of N. F. C. Designates | the Royal Neighbors for $116,000, anj 
= role pie — hsolemend —— pinion April 20-25 for National the Woman’s Benefit for $33,000. A sim. 
1930 30,093,652 2,863,994 341,957 3,365,928 279,807 * ic Gat Gee A ee Wee 
1931 33,123,877 3,628,873 516,042 3,492,146 373,663 servance in which $300,000 taxes, fees and 
1932 33,305,658 4,193,483 549,339 3,619,560 471,759 steiee te neheed. whe teed tela week 
1933 33,571,232 4,727,361 651,717 3,762,314 569,648 The week of April 20-25 has been district court at Oklahoma City, but - 
1934 37,892,867 5,339,327 821,540 3,904,252 688,031 | designated as National Fraternal Week | verdict is expected for several days 
1935 44,328,674 6,001,369 830,546 4,104,652 811,063 by President Peter F. Gilroy of the Na- = 


Net rate of interest earned 4.03%. 


Actual to expected mortality 41.9%. 


Solvency ratio 116.06%. 


FINANCIAL STATEMENT AS OF DECEMBER 31, 1935 


ASSETS 
Jo 
2.6 First Mortgage Loans .$2,557,584.32 
Appraised at 
$9,395,362.73 
30.4 Bonds 


Government pwns 
$245,892.93 
Municipal 


$1,220,752.36 
Public Utility 
$357,169.49 


1,823,814.78 


None 


cuits ecu eie es 476,733.04 
Office Bldg. 
$75,300. Other Real 
Estate $388,544.83. 
Real Estate sold un- 
der Contract $12,- 
893.21. 
10.3 Certificate Loans ..... 
1.9 Interest Due and Ac- 
crued 
On mortgages, bonds, 
certificate loans, etc. 
2.7 Cash in Banks........ 
4.0 Premiums Due and De- 
oC La Aerie nian oe 
Payments past due 
partly in hands of lo- 
cal secretaries, $112,- 
423.74. Unpaid part 
of 1935 annual pay- 
ments made on 
monthly, quarterly, 
semi-annual basis 
$129,345.53. 
.1 Miscellaneous 
Advances on 


gage loans. 


619,748.09 
110,481.70 


163,173.34 
241,769.27 


mort- 


8,060.15 


100.0 Total Admitted Assets .$6,001,369.69 





LIABILITIES 


Net Tabular Mean Reserve. .$4,909,303.22 
This reserve with interest 
and future payments is 
sufficient to mature all out- 
standing certificate values 
on the American Experi- 
ence Table of Mortality 
and 3% and 4% interest. 

Advance Premium Payments 

Reserve for Claims......... 
This amount is set aside to 
provide payment of death 
and disability claims due 
in instalments. Also to 
assure payment of claims 
for which complete proofs 
have not. been received. 

Refund Accumulations ..... 
Dividends left with the So- 
ciety by members for fu- 
ture use. 

Refunds Due and Unpaid... 
Unpaid because members 
have not designated choice 
of options. 

Mortgage Loan Interest paid 

Sih GAGWARCE 60056 o0 sco u's 

Expense Fund Reserve..... 
Amount held for future 
expense of the Society. .————— 

Total Liabilities ............ $5,170,823.09 
Total admitted assets are 
16.06% more than required 
by law to cover above ob- 
ligations. 

BROAD oi, SA ioxenvenneeeey 
Included in this amount is 
a special reserve of $101,- 
500 which has been set 
aside for dividends to be 
paid in 1936. —_—__—__ 

To Balance Assets.......... $6,001,369.69 


60,774.33 
100,126.76 


78,011.70 


10,388.75 


4,059.11 
8,159.22 


830,546.60 


Note: All securities owned by the Society are deposited and in the safe keeping of the Com- 
missioner of Insurance, Des Moines, Iowa, or the Receiver General of Canada, Ottawa, Canada. 


LUTHERAN MUTUAL AID SOCIETY, Waverly, lowa 
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for Facts and Figures on Fraternat INSURANCE 


Gives authoritative information on all Socie- 
ties of the United States and Canada having 
one million or more in force, treating them as 
legal reserve or assessment organizations ac- 
cording to their actual plan of operation. 


Shows 
actual cost of insurance to members admitted 
at the present time, and essential features of 
the contracts. Includes a brief history of each 
Society’s readjustments, mergers or reinsurances. 


A special tabulation of Insurance in Force on 
the various Reserve Bases is included for over 
200 Societies. 


Address The National Underwriter, 420 East Fourth St., Cincinnati 
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TAKE BOT 


Life men who write automobile or fire 
insurance, as well as life, should read 


The National Underwriter (Fire, Automobile and Casualty section, $4 a year), as 


well as the Life Insurance Edition. Both or one subscription, $5.50 
SEND ORDER NOW TO A-194@ INSURANCE EXCHANGE, CHICAGO. 


a year. 











tional Fraternal Congress, in accordance 
with resolution adopted at the Pitts- 
burgh annual meeting. 

President Gilroy calls on all fraternal- 
ists—in large and small communities— 
to take active part in the joint observ- 
ance this year. ‘The several state con- 
gresses can do much in arranging pro- 
grams, fraternal week addresses, and 
promote newspaper publicity for such 
celebrations,” he says. 

“Fraternal Week offers an outstand- 
ing opportunity for the local lodges 
throughout the country to bring to the 
attention of the public the ideals and 
purposes of fraternalism. The fraternal 
system will be widely advertised if every 
local lodge, at whose meeting this com- 
munication is read, will appoint a com- 
mittee of three to meet with a like com- 
mittee from other local lodges in the 
Same city or town, to arrange a joint 
observance of Fraternal Week. 

“It has been the custom—during these 
more recent years—for Idcal lodges of 
fraternal benefit societies in the different 
cities, towns and villages to hold a joint 
celebration. The program generally 
consists of a pageant, folk dances, ex- 
hibition drills and an address by some 
prominent speaker on the ideals and pur- 
poses of fraternalism.” 





Pass Illinois Fraternal Bill 


The fraternal section of the rejected 
Illinois insurance code, embodied in S.B. 
67, was passed by the senate 35—0, and 
is before the house for action. This bill 
has the approval of the Illinois Frater- 
nal Congress, President D. T. Winder 
states, and should be passed as it is with- 
out amendments. The measure is con- 
structive, he said, and would be bene- 
ficial to fraternal life insurance. It con- 
tains no emergency clause, therefore 
only 77 votes are required for passage. 
It would become effective July 1. 





South Carolina Bills 


The South Carolina house is consid- 
ering bills to permit fraternals to rein- 
sure in old line companies and to permit 
fraternal societies to insure children of 
ten years or older for as much as $1,000. 





Adopt New Compensation Plan 


A new method of compensation of 
financial secretaries on persistent new 
business has been inaugurated by the 
Woodmen of the World, Omaha. Presi- 
dent De E. Bradshaw announces that in 
addition to the compensation paid for 
delivery of certificates, which will be 
continued as at present, there will be 
paid graded amounts per $1,000 at the 
end of each quarter the first year and 
second year, with a somewhat lower 
scale on whole life and still lower on 
term. This move is to stimulate field 
men to conservation work. 





Oklahoma Wins Point 


Although the amount of the judg- 
ment was reduced from $215,000 to 
$131,000, the state of Oklahoma was 
successful in its district court suit at 
Tulsa in establishing the Woodmen of 
the World as operating on a legal re- 
serve basis similar to the so-called 
“commercial” companies, and therefore 
liable for the 2%4 percent premium tax. 
The decision will be appealed to the 
Oklahoma supreme court. A_ similar 
action against the Woodmen Circle of 
Omaha is pending. 

The W. O. W. case was the first to be 








Milwaukee Issues Invitation 


D. W. MacMeekin, Madison, Wis. 
state manager, conducted a school o} 
instruction tor district managers of the 
Modern Woodmen. Among the speak. 
ers was George Hatzenbuhler of Bloom. 
ington, Ill., chairman of the board. The 
managers endorsed an invitation to the 
national organization to hold its 1937 
quadrennial meeting in Milwaukee, 
which was last host to the Woodmen 
in 1905. 





Woodmen Circle Figures 


The Woodmen Circle of Omaha 
wrote $14,127,932 new insurance in 1935, 
slightly less than 75 percent being 
adult and the remainder juvenile. Adult 
insurance totaled $11,020,211, and juve- 
nile $3,107,721; 28,332 new members 
were enrolled, 15,439 being adult and 
12,893 juvenile. Membership Dec. 31 
was 135,879 in 44 states. The society 
has $100,139,224 adult insurance in 
force and $8,282,718 juvenile insurance. 
Assets are $29,422,384. 


Monumental Life Transfers 


Manager H. M. Stoker, Monumental 
Life Chicago 3 district, has been trans- 
ferred to Baltimore northeast district. 
O. F. Atkins, formerly Kansas City 1 
assistant, succeeds Mr. Stoker as man- 
ager Chicago 3. W. P. Clancey has 
been appointed Evansville, Ind., man- 
ager. 
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OODMEN cre WORLD 


Six Modern Legal 
Reserve Contracts 





© Ordinary Life 

©@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 

@ Juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-four years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

e@e 


Write for particulars and 
open territory to 


PETER F. GILROY, President 
ss 1447 TREMONT STREET 
PENVER, COLORADO 
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Routine of Doctor Is Best 
for Small Town Lite Agent 


By THOMAS E. BERRY, Hillsboro, O. 





_— 


I have found from experience that 
the routine of the physician is the best 
jor the life agent who is working in a 
county seat town. ; 

I get up in the morning about 6 
o'clock and do some physical work 
which keeps me feeling well. One must 
feel well and have an abundance of en- 


ergy to write life insurance, for it is: 


hard work and you must keep fit. One 
of my agents will not call on a prospect 
that she has a good chance to close, 
unless she is feeling well. “If I make 
the call when I am tired or half sick I 
spoil it and I don’t close,” is the way 
she expressed herself. 


Example Cited to 
Show Need of Energy 


That has been well demonstrated 
many times in my experience until I 
learned to go on a case with plenty of 
energy. One case that I closed was 
almost lost just because I was so tired. 
I was inefficient. 

The call was made about 12:30 and 
the farmer had’ just completed the work 
of the morning and had had a good 
dinner. He was resting so the setting 
for an interview was excellent. I re- 
viewed the policy for him and he seemed 
to like it but he wouldn’t make a de- 
cision. When I attempted to fill out 
the application, he stopped me. I was 
going too fast for him and he had more 
questions to ask, but I was too tired 
and stupid to sense it. 

I got up to leave and when I was 
going out of the door he said, “Who 
is your doctor?” I didn’t even react to 
that significant question at once, but 
suddenly it dawned on me that he was 
sold, so I gave him the name of our 
nearest examiner, sat down and _ filled 
out the application and he gave me his 
check for $274.10. I almost lost the 
case just because I was too tired to be 
working. 

My office hours are about like those 
of a doctor but much shorter. I try to 
get out of the office in at least 15 or 20 
minutes and sooner if possible, for an 
office is the best place I know of to 
lose half a day. If some farmer, who 
has a policy, comes in to see you and 
he wants to visit awhile, you can’t walk 
off and leave him and during slack sea- 
sons, when you have the very best time 
to write life insurance, you are apt to 
have these office visits. 


Calls Should Be Planned 
Like Those of a Doctor 


My calls, like those of the doctor, are 
planned the night before I make them, 
so I know just where I am going and 
who I am going to call upon. The 
first year I was in business [ drove 
about 15 miles on a rough stone pike to 
see a prospect and he wasn’t at home. 
I don’t do that any more. I have at least 
ten calls planned and they are on a 
circuit. If a man isn’t at home I al- 
Ways talk to his wife if I have an op- 
portunity, sell her on my _ proposition 
and leave a circular for her and her 
husband to read and then I enter the 
call in my note book and come back 
within a week, just as I do when I 
nave made my first interview. 

I recall a visit I made at a home when 
the husband was away. After talking 
over an instirance proposition with the 
800d wife she said: “You know I am 
a great believer in life insurance and I 
Want my husband to take out some 
More. You call back and explain it to 





him.” I made the call and to my sur- 
prise she was against the proposition 
and she fought it hard. Her husband 
finally got his way and took out the pol- 
icy. She knew how to handle him but 
I didn’t understand her tactics until she 
gave me an informative glance—almost 
a wink. I would never have seen it if 
I hadn’t been feeling well and alert. 


Carries Lunch in Car 
To Save Time for Calls 


When the time comes to eat dinner I 
often have my lunch in the car, just so 
as to save time. I continue my calls 
in the afternoon. I might add that this 
list is selected so that I always have at 
least two chances to sell a policy. You 
can’t do this when you first begin, but 
after you have worked hard for several 
months it is always possible to arrange 
a day’s work so you can have at least 
two good opportunities to sell on sec- 
ond interviews. 

The day is completed in time to get 
home and rest from 5 to 6 o’clock. I 
go to bed during this time, as was the 
custom of a doctor friend of mine. “You 
can rest more in ten minutes in bed 
than you can in half an hour sitting 
up,” he often said. 

A good supper and some games with 
the children put me in condition to make 
my evening calls. Sometimes I don’t 
want to make them but after I get out 
and begin work I enjoy them. 


The Two Best Times 
to Sell Farmers 


The two best times to sell to farm- 
ers are just after they have had their 
dinner and then after they have had 
their supper. The dishes are all washed 
and they are visiting with the family. 
That’s when I plan the two interviews 
to close the sale. One can make the 
first interview while the horses are rest- 
ing at the end of the field and he can 
close business at this time, but it isn’t 
the best time to do it. I might add 





that on every interview I ask the pros- 
pect to buy. Sometimes he’ll buy when 
you would bet a hundred to one that he 
wouldn’t. 

Before I go to bed I audit the records 
of the day and plan my work for the 
next day. I will not go to any enter- 
tainments during the week until I have 
written some business. This weekly 
production habit is the very best habit 
that a life agent can form. 


Should Belong to Some 
Community Organizations 


Of course, an agent should belong to 
various community organizations and he 
should take an active interest in them. 
This will build up good will for him 
and give him many new acquaintances. 
In other words, people will learn to 
know you and to get well sold on you. 
People will not buy life insurance from 
you if they do not know you well and 
do not have a high regard for you. At 
least farmers won’t, for they realize that 
you will handle their money after they 
are gone and they do business only 
with those they know and can trust. 
I have always felt that I was highly 
honored when a farmer buys his life 
insurance from me and I try to merit the 
confidence and respect of my farmer 
clients. 

You must be honest and honorable 
and trustworthy in the life insurance 
business. “When faith is lost and 
honor dies the man is dead,” is a quota- 
tion that is appropriate for the life 
agent to ever keep in mind. 

Then he must remember to have con- 
fidence in himself. Knowing his work 
well and realizing what a wonderful 
service he has will give him confidence, 
but he will never realize what his work 
is until a client dies and he brings in 
the first of a long list of monthly in- 
come checks, that will save the little 
home and keep the family together. 

I just completed the settlement of a 
life insurance estate that gives the 
widow of ten children almost $130 a 
month for life. What a wonderful serv- 
ice that is for her and her family. 

Plan your day well, call on a group 
of carefully selected prospects, follow 
the routine of the doctor and take good 
care of your health, so you will feel well 
and then keep at it, when business is 
good or bad, and you'll write life insur- 
ance and it will stay on the books and 
be a blessing to humanity. 





Denver Program All-Star 


Simon, Anderson, Schriver and Broaddus in Fine Contributions 
at Colorado Sales Congress; Governor Johnson Is Speaker 





Four life insurance speaking and sell- 
ing stars featured the Denver sales con- 
gress sponsored by the Colorado Asso- 
ciation of Life Underwriters. On the 
program were L. G. Simon of New 
York, C. V. Anderson, Provident Mu- 
tual, Cincinnati; L. O. Schriver, Aetna 
Life general agent, Peoria, Ill., and 
president National Association of Life 
Underwriters, and L. S. Broaddus, man- 
ager Acacia Mutual, Chicago. 

More than 300 members and out-of- 
state guests attended. Earl Davis and 
George Quigley, Jr., both of the Provi- 
dent Mutual in Denver, were in charge 
of arrangements. : 

Governor Johnson spoke briefly, not- 
ing that prosperity is making itself 
known in emphatic terms. He said a 
large Colorado steel plant is producing 
as much as it ever did in the past. He 
touched briefly on social security, and 
defended the relief money situation by 
declaring that when relief was not in 
effect the same amount of money was 
being loaned to foreign countries. A re- 
lief dollar turns over five times before it 





stops circulating, he said, but money 
loaned to foreign countries is not avail- 
able to the public. 

Mr. Simon talked on “The A B C of 
Business Insurance” in a seminar dis- 
cussion. Small cases make up the larg- 
est part of business insurance sold to- 
day. Approaching a prospect on pro- 
tecting his business is a very good in- 
troduction, he said, because most men 
are more interested in their business 
than in personal insurance. Approxi- 
mately 75 percent of business insurance 
sold is for paying off the deceased’s in- 
terest. Using business insurance as a 
shock absorber is a good sales point. 
Many smail firms were saved during the 
depression by the cash value of life poli- 
cies. 

In the seminar discussion, he answered 
questions which showed that if the 
agreement is drawn up properly it is 
binding; the insurance should be put in 
force before the agreement is taken to 
a lawyer because some attorneys might 
not be sympathetic; provisions : should 
be-made to increase the insurance as the 


AND SUGGESTIONS 








Engelsman Urges Use of 
the “Living” Approach 











NEW YORK, March 5.—Seven out 
of every 10 men at age 30 will live to 
be 60 and it is the agent’s job to stress 
the life aspect of life insurance with 
death as incidental, R. G. Engelsman, 
general agent Penn Mutual Life, told 
members of the New York City Life 
Underwriters Association at the fifth of 
a series of educational lectures. 

“People like to live—they want to live 
—and we can help,” he declared. “The 
more we help the more we make. The 
living approach to life insurance is more 
acceptable, and incidentally more profit- 
able. Men live to age 60. Let’s do 
something about it.” 

Mr. Engelsman’s talk was on the same 
theme as his address last year at Des 
Moines before the meeting of the Na- 
tional Association of Life Underwriters. 

He added that most of those who 
hesitate to buy for fear of inflation 
haven’t $200 to set aside. 

The agent’s prospecting problem is 

largely getting before people not as just 
another agent but as one with recog- 
nized prestige, with the backing of an 
introduction which gains the prospect’s 
interested attention, said Mr. Engels- 
nian. 
_ “You don’t have to say anything dif- 
ferent from what you would have said 
without the introduction,’ he pointed 
out. “But the introduction gets you the 
chance to say it.” 

In getting prospects’ names the agent 
should not assume the right of asking 
his centers of influence for them. He 
should first find out whose acquaintance 
he wants to make and then ask the 
center of influence about him, even if 
it 1s so general a query as, “who is your 
leading salesman?” Neither should the 
agent fail to tell the source of his in- 
formation what he is going to tell the 
prospect. Not only does this reassure 
the center of influence but it may arouse 
his interest in a purchase for himself; 
also it makes the agent organize his 
talk, for he is in duty bound to tell the 
prospect what he said he would. 








business grows and a call should be 
made each time an inventory is taken: 
families of men concerned should not 
be brought into the proposition; if one 
partner is older than the other, the total 
premiums should be split evenly and put 
into a pool that pays the insurance 
cost; and the individual, not the partner- 
ship, always should pay the premium on 
the other’s insurance. 


Broaddus Gives Tips on 
Making Prospecting Calls 


Mr. Broaddus gave his popular ad- 
dress, “The Balanced Underwriter.” He 
showed that much care should be used 
in making up prospect lists because the 
best prospect is a man who buys and 
keeps 15 to 20 policies amounting to 
$100 times his age; the second best, be- 
tween six and 15 policies amounting to 
$75 times his age and the third, one to 
six policies, which lapse, amounting to 
$50 times his age. 

After luncheon, during which three 
attendance prizes were given away by 
F. W. Bland, Pacific Coast resident 
manager THE NATIONAL UNDERWRITER, 
Jack Robinson, président Colorado asso- 
ciation, spoke briefly on plans for obtain- 
ing the 1937 National association con- 
vention for Denver. He was followed 
by C. V. Anderson, who spoke on “The 
Use of Income Options.” He said the 
first step in selling is to make a man 
realize his insurance is inadequate, with- 
out making him disgruntled with it. 
Fundamental selling is best, and trick 
selling dangerous. There is a good field 
for income insurance because only 17 
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Stay at the Roosevelt. It is 
readily accessible to any part 
of Manhattan and in the 
very center of the mid-town 
business district. Roosevelt 
service is quiet yet swift and 
efficient. Folks tell us that 
our rooms make grand of- 
fices, and many of our local 
friends take one by the day, 
just to get away from their 
own telephone and finish up 


a pressing job. 








| percent of life insurance in force is on 


an income basis. 

Mr. Schriver replaced his scheduled 
address on “A Century of Progress” 
with a summary of the day’s program. 
He said merchandising life insurance 
gives the greatest of all opportunities 
for developing personal ability. He 
struck at large proposed pensions for the 
aged, and pointed out that the success- 
ful agent has a full personal life insur- 
ance program because this gives him 
confidence that helps make success. 

The successful agent, he said, should 
have 75 new prospects every month be- 
cause correct prospecting solves 80 per- 
cent of the problem. “About 37 percent 
of prospects come from personal friends, 


‘in my opinion, and cogptinuity of this 


brings it up to 70 percent. The good 
producer has learned to use his time 
wisely and has each year planned in ad- 
vance. Then he writes policies of all 
sizes so as to obtain a good cross-sec- 
tion view of life. Best of all he stands 
on his own feet.” 


Tinkering With Security of 
Country Scored by Official 


(CONTINUED FROM PAGE 2) 


percent and 3% percent coupon bonds, 
who gets the benefit? The stock of these 
underlying public utility generating and 
distributing plants is generally held by 
none other than the public utility hold- 
ing companies, against which the whole 
power of the government a year ago 
was marshalled to repress. 

“At this moment without any other 
apparent public policy we have govern- 
mental pressure on interest rates to an 
unreasonable point to the detriment of the 
policyholders of life insurance companies, 
depositors in savings banks, the benefi- 
ciaries of trusts, and for the immediate 
benefit of the holders of the stocks of 
these underlying companies who in so 
many instances are the holding com- 
panies. Now I submit that those of us 
who have to do our thinking under the 
white light of the actuaries’ figures must 
not be too severely criticised if we can- 
not stomach that kind of public policy. 

“And another effect which you men will 
meet with every day and against which 
I invite you with all your energy to 
combat is that as the average man sees 
the interest return on his sound bond 
investment going down to the vanishing 
point he is tempted to take his money 
into the stock market, and that, I sub- 
mit, is one of the reasons for the inter- 
est in and the strength of the stock mar- 
ket during recent months. 


Decries Gauging Recovery 
by Stock Market’s Condition 


“Not all our social welfare legislation, 
not all the SECs in Christendom, can 
control human nature. And human na- 
ture is in danger of leading many in- 
dividuals despite your efforts to their 
own financial detriment. Normally, an 
insurance man has no interest in the 
speculative market. We do not own 
stocks except a few of the investment 
guaranteed and preferred stocks. Nor- 
mally, I should not think it neces- 
sary for- me to have any ideas about the 
stock market, but when the stock market 
is allowed either through foreign manip- 
ulation or domestic gambling to get it- 
self in a position where it affects the 
general financial situation in the coun- 
try, then we all have an interest in it 
because of its possible economic effects. 

“Normally, I should not look at the 
stock market or its gyrations as indica- 
tive of economic conditions in this coun- 
try, but that is just exactly what the 
country is doing today and unfortunately 
that is what political leaders are doing 
today. ‘Look at the market!’ say pub- 
lic officials and political leaders. ‘for 
proof that we have recovery and im- 
proved economic conditions.’ But does 
that mean that if the market is not sus- 
tained the converse will be true? If so, 
then the opposition will be emphasizing 
the distress of the market and we shall 
find ourselves in a position where the 
terible temptation is held out to govern- 
ment to use any power that it possesses 











Urges Caution by Agents 
Advising Clients on Wills 


DETROIT, March 4—H. B. 
Thompson, secretary-counsel 
Qualified Life Underwriters of 
Detroit, has issued a warning to 
life agents to proceed with ex- 
treme caution when asked to give 
advice on the drafting of wills, 
voting trust agreements, partner- 
ship papers and stock purchases. 
Because the maker of a will is 
dead when the instrument comes 
up for construction, proper legal 
counsel on wills is more impor- 
tant than on most other docu- 
ments, he declares. Legal counsel 
should also be suggested in the 
other instances, he pointed out. 








to sustain the market for its political 
effect. 

“I hope that the leaders of our gov- 
ernment will not fall for that tempta- 
tion, but if the market is to be indica- 
tive of business conditions and is to be 
accepted as an economic test for political 
purposes then it is a grave menace to all 
of us. There is only one way that an 
over-high stock market can be sustained 
in the next six or eight months and that 
is by further tinkering with our money. 
I do not expect that to happen, but one 
of the reasons it is not going to happen 
is that more and more men and women 
in this country are going to be informed 
about the facts, are going to do their 
own thinking, and they are not going to 
let it happen. 

“Nearly a year ago I took the liberty 
of saying publicly that anybody who 
made an issue of the Constitution of the 
United States and our Supreme Court 
would take the worst political licking 
that had ever been handed out in this 
country, and I was not forgetting 1932. 
That issue has happily passed. Every- 
body knows now that an attack on the 
Constitution is not politically advisable. 
And I undertake to say now that from 
the point of view of the present disposi- 
tion of the very large majority of people 
of this country further tinkering with 
our money is not politically advisable.” 


Figures from Equitable’s 
Operations During Year 


Mr. Parkinson gave some highlights 
from the Equitable’s statement. There 
was collected 94 percent of bonded in- 
terest due, 96 percent of mortgage in- 
terest due, 87 percent of dividends on 
preferred and guaranteed stocks due. 
Only one default in a public utility bond 
holding occurred involving a $100,000 
item, and not another dollar of the 
$230,000,000 public utility bonds held 
was in default as to principal or inter- 
est. 
On the railroad list there were some 
new defaults. In every instance, he said, 
with minor qualifications the Equitable’s 
holdings are underlying first mortgage 
bonds, and for purposes of the statement 
the defaulted bonds were marked down 
to actual market Dec. 31. There is a 
temporary loss of interest. but practically 
all the bonds in any reorganization of 
the roads will be restored to full priority, 
and thus, he said, they constitute now 
nothing more than hidden surplus. 

Foreclosures in the mortgage field 
have gene on but not so fast as in the 





— 
past, the total amount of foreclose. 
property held by the Equitable hej 
$127,000,000. This is a great administra. 
tive problem. It is difficult to take the 
property over, make necessary repairs | 
after a period of disgruntled occupaney, 
get it into new hands of management. 
and get a return; but a constantly grow, 
ing net return is coming from the fore. | 
closed property. 

The Equitable’s farm mortgage jp. 
vestment was confined to the best agg). | 
cultural territory in the country, with’ 
the result that though it was necessary _ 
to foreclose a large volume of farm) 
mortgages and take over management 
of farm land, net return of 1.35 percent 
on book value of foreclosed farms o¢. 
curred last year, not including more 
than a million dollars worth of crops 
taken on share and held for future sale, 

“That is one of the soundest and the 
safest and the best assets of the Society 
or of any other insurance institution,” 
Mr. Parkinson said. “By and large there 
is a profit ultimately as well as a fair 
net return now in that investment.” 


Canadian Issue Near Solution 


TORONTO, ONT., March 5.—Speak. | 
ing before the Insurance Institute of To 
ronto, R. Leighton Foster, formerly 
superintendent of insurance for Ontario 
and now general counsel Canadian Life” 
Insurance Officers Association, ex- | 
pressed the belief that the contest be- 
tween dominion and provincial govern- 
ments for jurisdiction over insurance | 
would be largely settled in the near fu- 
ture. He recalled that a few years ago, 
when the dominion was denying admis- 
sion to certain British and foreign in- 
surers and underwriters, a number of 
these were admitted under provincial 
authority. Now the situation is changed, 
practically every British and foreign in- 
surer being registered at Ottawa, and 
in addition many insurers incorporated 
by provincial laws are voluntarily ap- 
plying for dominion registry. __ 

In Mr. Foster’s opinion, this trend 
will continue until every insurer trans- 
acting business in two or more provinces 
will be registered at Ottawa, leaving in- 
dividual provinces controlling company — 
solvency only in respect to those con- 
fining operations to their own terfr — 
tories. 


Honor Salt Lake Leaders 


SALT LAKE CITY, March 5.—“Top — 
salesmen” of local life companies and 
agencies were guests of their respective © 
managers at a dinner sponsored by the 
Utah Life Insurance Managers Associ 
ation. It was the first function of its 
kind ever held here and it will most 
likely become an annual event, it was — 
stated. F. E. Walker, manager Mutual — 
Benefit, president of the association, pre 
sided. j 
Each branch manager brought the © 
“top” man or star of his organization © 
as his special guest, and nine of them 
made short addresses. j 

The principal address was by Prest = 
dent Carl R. Marcusen of the Pacific Na = 
tional Life, Salt Lake City, on “Life Im 
surance: a Noble Profession.” q 


Bay State Bill Passed 


A bill in Massachusetts which would 
permit the formation of annuity ass0- 
ciations for the benefit of employes 0 
insurance companies, was passed afl 
finally signed by the governor. 


————, 








SUPERVISOR WANTED! 


—For northern Indiana and Illinois by small, mutual company. Must 
be between ages of thirty and fifty—good education—good character 
and clean record. Our organization has been advised of this advertise 


ment. 
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